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GET ALL THE VALUABLE BENEFITS OFFERED BY THE PIONEER AND LEADER 


IN WATER COOLING EQUIPMENT DESIGN, ENGINEERING AND CONSTRUCTION 


Get Efficient Cooling — Get Construction Economy HE FLUOR CORPORATION LTD. 


909 EAST 59TH STREET LOS ANGELES, CALIFORNIA 
703 Fairfax Bldg., Kansas City, Missouri « 719 McBirney Bidg., Tulsa, Okla. 


Get Water Economy — Get Long Life -” 601 Second Natl. Bank Bldg., Houston, Texas + P. O. Box 2221, Phoenix, Ariz 


30 Rockefeller Plaza, New York City « Shell-Mex House, London, England 


Get Space Economy — Get Good Appearance | a fF THE COOLING TOWER COMPANY 


A DIVISION OF THE FLUOR CORPORATION LTD. 
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EF LUOR epesicnERSeENGINEERS*CONSTRUCTOR 


ADVERTISERS’ INDEX 


American Brass Co. 
American Cast Iron Pipe Co. 
American Meter Co. 
American Stove Co. 


The Barber Gas Burner Co. 
H. R. Basford Co. 
Blaw-Knox Co. 

Bundy Tubing Co. 
Butane-Propane News 


Cast Iron Pipe Research Ass’n 
The Chaplin-Fulton Manufacturing Co. 
Chicago Vitreous Enamel Product Co. 
The Cleveland Trencher Co. 

Columbia Gas & Electric Corp. 
Condensation Engineering Corp. 
Connelly Iron Sponge & Governor Co. 
The Cooper-Bessemer Corp. 

Crane Co. 

Cribben & Sexton Co. 

Crown Stove Works 


Dearborn Chemical Co. 
Detroit-Michigan Stove Co. 
Dresser Manufacturing Co. 


Ensign Carburetor Co., Ltd. 
Fisher Governor Co. 
Fluor Corp., Ltd. 
Fraser Furnace Co. 


General Controls 

General Gas Light Co. 

James Graham Manufacturing Co. 
Greenlee Tool Co. 


Handbook Butane-Propane Gases, 
2nd Edition 

Hardwick Stove Co. 

Homestead Heater Co. 


Inland Manufacturing Co. 


Johns-Manville 
Johnson Gas Appliance Co. 


Kerotest Manufacturing Co. 
Kitson Co. 


P. M. Lattner Manufacturing Co. 


Merco Nordstrom Valve Co. 
Milwaukee Gas Specialty Co. 
Minneapolis-Honeywell Regulator Co. 
L. J. Mueller Furnace Co. 

Mueller Co. 


The National Supply Co. 
National Tube Co. 


Pacific Coast Gas Association, Inc. 
Pacific Gas and Electric Co. 
Pacific Gas Radiator Co. 

Pacific Meter Works 

Payne Furnace & Supply Co. 
Pittsburgh Water Heater Corp. 
Pittsburgh Equitable Meter Co. 


Second Cover, 


Pressed Steel Tank Co. 


Reliance Regulator Corp. 
Republic Heaters Sales Co. 
Republic Steel Corp. 
Reynolds Gas Regulator Co. 
Robertshaw Thermostat Co. 
George D. Roper Corp. 


Semet-Solvay Engineering Corp. 
Servel, Inc., Electrolux Sales Div. 
Sharples Solvents Corp. 

M. B. Skinner Co. 

Spencer Thermostat Co. 


The Sprague Meter Co. 
The Tappan Stove Co. 


United States Pipe & Foundry Co. 
United States Steel 


Ward Heater Co., Ltd. 
Webster Engineering Co. 
Weisbach Co. 


10 
78 
14 
49 


66 
70 
7 


77 
4 


Third Cover 


68 
39 
79 

6 
74 


Second Cover 


Fourth Cover 


45 


WS 


Fifteenth Year of Publication 


LOS ANGELES CHICAGO NEW YORE 


810 South Spring Street 1064 Peoples Gas Bldg. 489 Fifth Avenue 
Phone Michigan 1481 Phone HARrison 8536 Phone Vanderbilt 3-4192 


Contents for April, 1939 


GUEST EDITORIAL: CP Means “Your Money’s Worth” 
By C. W. Berghorn 


By Stanley Jenks 
By F. M. Houston 
By Alan P. Tappan 
By R. S. Agee 


Thermally Thinking tee 
A.G.A. Promotes the CP Range . 
The CP Program of the A.G.A.E.M. 
Selling the CP Savings. 

G A S Camera 


How Home Service Can Help the Sidiiieae Sell the cP heii 
By Gladys B. Price 


Houston Mothers Baked the Cakes. By W. H. Tipton, Jr. 


THE MASS MARKET: CP Range Promotion Will Mean Savings 
to the Industry’s Lower Income Customers By Walter E. Bolte 


Cooperation with the CP Program Means Profits 
By Alexander Forward 


SHOWMANSHIP SELLS CP: Laclede Gas Light Believes Sales 
Presentation Without Demonstration is Mere Conversation 
The Consumer Press Seeks Out the CP Range . . By Ruth Dorris 


Reviewing Local Progress in CP Range*Promotion 
By F. X. Mettenet 


Promoting the CP Range: Notes in Brief on Some Utility Campaigns 
Spring Parade of CP Ranges ... . 


The Gas Industry Invites the People of the World to ie 
New York World’s Fair By Hugh H. Cuthrell 


Sales Slants 
The Woman’s Viewpoint 


ABSTRACTS BY THE STAFF: 


A Practical Flow Meter for Field Utilization 
By John G. Williamson 


Factory Testing Winter Air Conditioning Equipment 
By John C. Mueller and Arthur Theobald 


BU LAR Me ee ee PR ee ek er 


Factors to Consider in Operating a Liquefied Petroleum Gas Service 
By Otto H. Kohl 


JAY JENKINS, Publisher STANLEY JENKS, Editor 
CRAIG ESPY, Assistant Publisher ARTHUR ROHMAN, Managing Editor 
W. G. RUSSELL, Field Representative 


April, 1939. Volume XV, Number 4. GAS is published monthly by Western Business Papers, Inc., at 
810 South Spring Street, "Los Angeles, California. Jay Jenkins, President; Craig Espy, Vice- President: 

George H. Finley, Vice- President; James E. Jenkins, Secretary-Treasurer. Subscription price United States, 
Canada, Mexico and Central American countries (in advance) 25 cents the copy, three years for $2.00, $1.00 
per year; all other countries, $3.00 per year. Entered as second class matter August 20, 1936, at the post 
office at Los Angeles, Calif., under the Act of March 3, 1879. Copyright, 1939. 


Official Publication: Pacific Coast Gas Association. 
Member: Audit Bureau of Circulations; Associated Business Papers, Inc. 


Publishers: OIL & GAS Equipment Review; HANDBOOK BUTANE-PROPANE GASES. 


DAYTO 
[2-5 
CLAMPS 


Simplest design of any similar 


clamp on the market today. Ease of 


plication is assured. 


No adjustments are necessary. The 


clamp is tailored to the joint. 


Extremely heavy construction of 


sections to prevent any possible dis- 


tortion in drawing up. 


# Hand sledged for even bearing 
completely surrounding spigot and 


as a test of perfect annealing. 


NATIONAL SUPPLY COMPANY 


(DAYTON COUPLING DIVISION) 


TOLEDO, OHIO, U.S.A. 
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The rapid developments in the Butane-Propane Industry make 
important news for the men engaged in this Industry and to 
those who supply its materials and equipment. For the past 
10 years, our publication, G AS, has carried a regular monthly 
department devoted to Butane-Propane News. In addition, as 
publishers of the Handbook Butane-Propane Gases (7500 
copies), we have been closely identified with this industry 
since 1932. As a result, we have been asked on many occa- 
sions why we did not publish a magazine devoted to Butane- 
Propane News exclusively. Our editorial plans have been 


3 years for $2.50. All other countries, $3.00 per year. 


iooianad Check enclosed. ........ Send bill to: 


BUTANE ~FRUFANE 


| | GOOD NEWS for BUTANE-PROPANE MEN 


£ BUTANE-PROPANE NEW S, 810 South Sudne St. ha Busdiee: Calif. 
| SUBSCRIPTION RATES: United States, Canada, Mexico and Central American countries, 


YES! Enter my subscription to Butane-Propane News starting with the first issue for 3 years for $2.50. 
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* 


“I am sure that such a magazine will be a construc- 
tive influence in the liquefied gas business, and as 
your plans mature we will be more than glad to keep 
in close touch with you and to offer such assistance 
as we can make available.” 


* 


‘“'We wish to be one of the first to go on record as 
heartily endorsing the publication you have in mind, 
and should like to be one of the first subscribers. lf 
we may be of assistance to you in this connection, 
please feel free to call upon us at any time.” 


* 


“. ., Any announcement you have to make relative 
to such a magazine will be received with interest.” 


* 


“I was very much interested to receive your letter 
announcing your contemplated monthly magazine to 
be devoted exclusively to our industry.” 


* : 
“We are very glad to hear that you expect to an- r 


nounce a new monthly magazine devoted exclusively 
to the Liquefied Subseloun Gas Industry.” 


* 


“We know of no industry which is growing any 
faster at the present time than the liquefied petroleum 
gas business . oe We wish you good luck with the 
new magazine.” 


. » - I feel there is a need for a journal devoted to 
ne liquefied petroleum gas industry and would be 
glad to see one published... 


* 


“... Our own folks, in twenty (20) states and Puerto 
Rico, at this time would unanimously welcome your 
publication. Already Liquefied Gas people 

leak to you for some items of interest concerning the 
industry in general. Your position in this respect is 
ideal, and no doubt you count it your good for- 


iy i 


“... Naturally, we would welcome any intelligently 
edited publication devoted to our industry. I am con- 
fident t it would serve to promote a eae ad- 
vancement in our service and merchandising .. .” 


* 


“. . - This is very interesting news to this company 
and you will receive our 100 per cent support. I am ; 
sure that I speak for the rest of the underground 4 


liquefied petroleum gas companies in the southern - 
district and trust that you will start this publication at e 


an early date... a 


“You may enter my name on your list as a sub- 
scriber, and if you will advise by return mail when 
we may expect the first issue and the subscription oe: 
price, I may use this as a Christmas remembranc? to es 
several customers.” 5 


completed and, beginning with the June issue, this fast-grow- 
ing industry will have its own publication . . . BUTANE- 
PROPANE NEWS. 

BUTANE-PROPANE NEWS will serve as a clearing house for é 
information about all phases of the Industry, including Bottled , 
Gas Distribution, Semi-Bulk Distribution, Dealer Sales and 
Service, New Appliances and Equipment, Town Plant Opera- 
tion and Load-Building, Transportation and Storage, Safety 
Practices, Industrial and Standby Uses, Internal Combustion 


Engines, etc. 


: Published by 
WESTERN BUSINESS PAPERS, INC. 


Publishers of GAS, the National Gas Magazine. 
Handbook Butane-Propane Gases (2 editions). 
OIL & GAS Equipment Review. 


810 SOUTH SPRING STREET 
LOS ANGELES, CALIFORNIA 
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PENTALARM 


THE WARNING ODOR FOR FUEL GASES 


Assures adequate, safe odorization at a 
cost of less than 1/10 of a cent per 1000 
cu. ft. of gas. 


It is the ideal odorizing agent foroutdoorleak 
surveys. Its powerful vapor penetrates wet 
soil where other odorants might be absorbed. 


Its far-reaching odor is unmistakable and 
warns INSTANTLY that gas is leaking—yet 
its odor does not linger AFTER the leak 


is stopped. 


Two 55-gallon drums will odorize 1 Billion 
cu. ft. of gas. Fully detailed Bulletin mailed 
on request. 


Play Safe! 
Pentalarm Your Pipelines! 


THE SHARPLES SOLVENTS CORP. 


PHILADELPHIA + @« »* 


CHICAGO «+ © * 


YOUR PIPELINES! 


..if you are looking forthe simplest, 
most effective type of odorization. 
PENTALARM is introduced into 
the pipelines by the use ofinexpen- 
sive equipment made up in your 
own shops from materials on hand. 
It gives you perfectly controlled, 
uniform odorization by simply 
opening andclosinga single valve! 
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Merited flecey2 tance 


The versatility, readiness, economy 
and cleanliness of Natural Gas have 
won a host of loyal friends for this 
Nature -endowed fuel. Research, 
testing and standardization have 
broadened materially the services 


which it can perform. 


During the past thirty years the 
marketed production of Natural Gas 
in the United States has increased 
from 0.41 to 2.37 trillion cubic feet 


—nearly a six-fold expansion. 


Adequate reserves, effective market 
development, economical operation, 


favorable technological aspects — 


COLUMBIA 
SYSTEM 


are advantages contributing to the 
vitality of the natural gas business, 
making it an enduring instrument 


of human welfare. 


“very employee in the gas industry 
represents an investment, for plant 
and equipment, of about $37,000, 
exceeding comparable investments 
in the automobile, steel and rail- 


road businesses combined. 


Approximately $5,000,000,000 of 
capital is required to provide service 
to more than 17,000,000 commer- 
cial, industrial and residential gas 


customers throughout the nation. 


Columbia System, besides supplying Natural 
Gas to more than a million commercial, indus- 
trial and home consumers, serves in excess of 
300,000 users of electric light, heat and power. 


COLUMBIA GAS & ELECTRIC 
CORPORATION 
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The way to consumer goodwill is— 
clean gas. Clean gas flows freely 
through the small apertures of mod- 
ern burners. Result: The delicate 
mechanisms function as they should 


... your customer is pleased. But when 


gas appliances fail because of dirty 
gas, it hurts your goodwill and your 


business. Blaw-Knox Gas Cleaners are 
a proved and profitable investment. 
They not only reduce complaints, but 
they also cut maintenance expense 
on pump and station equipment. 
Send today for Blaw-Knox catalog 
No. 1581, describing this equipment 
and giving interesting information. 


BLAW-KNOX 


GAS CLEANERS 


BLAW-KNOX DIVISION of Blaw-Knox Company: FARMERS BANK BLDG.- PITTSBURGH, PA~— 
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they should. 
Be 


You must depend on your manufacturing 
and purifying equipment to produce the 
clean, quality gas now demanded. In 
many cases, this means modernization of 


and additions to your present facilities. 


To assist you, Semet- Solvay offers you the 
benefit of wide experience in designing, 
fabricating and constructing equipment for 
the manufacture, cleaning and purification 
of gas to meet specific requirements. 


Whenever you are considering changes or 


additions to your plant, make your prob- 
lems known to us. Our complete organization is at your service. 


Distributing clean gas, of uniform quality, is the only sure way 
users of C. P. Equipment well-satisfied ...to keep their appliances operating as 


an 
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BUT...DO YOU SELL \ 
THE CLEAN GAS IT DEMANDS ? 


to keep the 


SEMET-SOLVAY 
EQUIPMENT 


FOR CLEANER GAS 


WASHER COOLERS 


Remove Tar 


MULTIPLE WASHERS 


Remove 90% of remaining Tar 


NAPHTHALENE SCRUBBERS 


Leave less than 4 grains per 100 cu. ft. 


GAS PURIFIERS 


Remove H.S 


CONDENSERS 
Cool the Gas 


and 


SEMET-SOLVAY 


WATER GAS MACHINES 


FOR LOWER PRODUCTION COSTS 
AND UNIFORM QUALITY GAS 


SEMET-SOLVAY 


CORPORATION 


Engineers 


40 RECTOR ST. 


NEW YORK, N. Y. 


Contractors 
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pipe lines must be completed 
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The uniform roundness of Republic Electric Weld Line 
Pipe is a time-saving factor in construction. The ends 
of adjoining lengths butt perfectly and save welding time. 


AND EQUALLY IMPORTANT ARE THESE 6 


Uniform Wall Thickness 
—Because this pipe is formed from 
carefully-sel lled steel of 
uniform gau 


finished pipe 


uncertain welds 


up the welder. 
at joints. 


Sound Weld-This crushing test on 
a section cut fr every length of 
Republic Lin must show a 
break in the w ot at the weld. 
Safe, sound, e istance welds 
do not open field bending, 
save duplicati ort and speed 


up construction, 


Ductility—In rough terrain where 
many bends de without 
shop equipm ductility of 
Republic Line mes a high 
degree of im Uniform duc- 
tility means ac bends, easier 
bending, less stram™f’ on equipment— 
and time saved. 


Delivery Facilities~Through this 
house-high machj@e, 40,000 tons of 
line pipe can nd be welded 
every month. facilities, con- 
struction sch even the long- 
est main-line j ove smoothly 
to completi ply specify 
Republic Electric Weld Line Pipe. 


Straightness ~T 
rolls insure the 
gree of unifor 
means that en 
therefore, eas tt all around, 
again saving er’s time and 
speeding up construction. 


se straightening 
est possible 

ightness. This 
parallel and, 


REPUBLIC STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, O. 
DRAWN STEEL DIVISION e TRUSCON STEEL COMPANY 
EEL PRODUCTS DIVISION e STEEL AND TUBES, INC 
BERGER MANUFACTURING DIVISION 
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“The service-man hasn’t called 
once since we got a water : a 


heater with a good tank !’’ 


Senne 


Enjoy a gas load 
that’s not a service burden 


Promote automatic heaters with has the tensile strength of steel. 


lasting tanks of non-rust Everdur! Important, too, is the popularity of Ever- 
dur Metal. In bungalows and mansions, 


For the utility, water heaters with storage _in clubs and hotels, laundries and schools, 
tanks of Everdur Copper-Silicon Alloy are in fact wherever there’s a demand for a 
profit-makers — because of the longer, bet- _rust-free supply of hot water, Everdur is 


ter service they render. They provide a the most widely used metal for non-rust 
steady consumption of gas—uninterrupted _ tanks and heaters. 


by rust troubles. They mean fewer service Promote Everdur equipped automatic 
calls... make possible more attractive term water heaters in your campaigns. Every in- 
payment plans. For Everdur is absolutely stallation means better service, long-run 
rustproof, highly resistant to corrosion and = economy and a happier customer. 3948 


Visit the Copper & 
Brass Industry Exhibit 
in the Metals Build- 


= ow. 
~ | é 
ing, New Y ork World's 1e aS 
Fair — 1939. ; Bee 
On.Y. W.F. 


THE AMERICAN BRASS COMPANY, General Offices: WATERBURY, CONNECTICUT “EVERDUR” is a trade-mark of The 


In Canada: ANACONDA AMERICAN BRASS LTD., New Toronto,Ont. * Subsidiary of Anaconda Copper Mining Company American Brass Company, registered 
in the United States Patent Office. 
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MONEL METAL BAND SEALS GASKET! 
SKINNER-SEAL 

BELL JOINT CLAMPS = a 
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The soft rubber gasket in a SKINNER BELL 
JOINT CLAMP is completely SEALED by monel 
metal band at bell face and hard vulcanized 
gasket tip at spigot. Pressure is sealed in; air, 
moisture and gasket-destroying soil conditions 
The new, patented Skinner Wedge are sealed out! Complete adjustability for va- 
eee ee ee ee ee riations in pipe diameter reduces number of 
main ring together. It makes the have t arry on hand. Speed one- 
most rigid ring ever used in a bell Craraps: YOu oe | y sleet Ys 
man application cuts job costs. Send for new 


catalog just off the press. 


joint clamp. 
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M. B. SKINNER CO. &/729¢ SOUTH BEND, IND. 
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THE STORY OF THE MODERN : 
UNIVERSAL GAS RANGE... 
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Interpreted in terms of the Woman's Interest 
: The Malet 9 : 
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a oe program that includes: 

i, G00 HME 1. A powerful sales story, based on the woman’s 
oe | Spi interest. 

2. Acomplete, comprehensive assortment of adver- 
tising material, including direct-by-mail litera- 
ture, illustrated booklets, circulars, salesmen 
educational broadsides, window displays, calling 


cards, price tags and banners. 


3. The Universal line presents a wide range of 
price and models, and of importance, every unit 
qualifies for the CP seal of Certified Performance. 


4. The personnel of the Universal sales organiza- 
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Means “Your 
Money’s Worth” 


By C. W. BERGHORN 


Managing Director, Association of Gas Appliance and 


Equipment Manufacturers 


ESPITE evidence to the contrary, some or- 

ganizations in both the manufacturing and re- 

tailing fields are still inclined to discount the 
“consumer movement.” It has been condemned and 
held up to scorn as something inspired by profes- 
sional friends of the consumer, political dreamers 
and hangers-on. 

Yet, this so-called “consumer movement” is no 
flash in the pan, but a mass movement which is both 
broad and deep. 

Many forces are today at work educating and 
shaping a new type of buyer. This buyer is our old 
friend, Mrs. John Q. Public, but her attitude is 
undergoing a definite change — she is becoming 
more intelligent in her buying — she shows more 
discrimination in her selections and is insisting, de- 
manding, proof of receiving her “money’s worth” 
in everything she purchases. 

Her new attitude is getting results, too—as wit- 
ness the activities of the Federal Government on lab- 
eling and in the promotion of honest advertising. 

The gas appliance manufacturers have for some 
time recognized this trend and have felt that buyers 
were properly entitled to have complete and reliable 
information with respect to their products. They 
likewise have felt that, in one classification particu- 
larly—gas ranges—they had a remarkable story of 
improved performance standards and value to tell 
customers. 

Last year the gas range manufacturers decided 
to do something about the situation. That something 
was the creation and development of the CP—Certi- 
fied Performarnce—gas range and the launching of 
a sound merchandising program for the promotion 
of this “Cooking Marvel of the Age.” 

The CP seal is a powerful sales tool for utilities 
and dealers alike. Its appearance on a gas range 


4 e@ 


gives the prospective buyer “X-Ray eyes” because 


she knows that built into the appliance is the last 
word in quality, efficiency of performance, and thus, 
dollar value. She knows that the appliance is tops 
in time, fuel and food savings compared with any 
cooking method available today. 


HROUGH consumer bulletins, the United States 

Government has commended the gas industry for 
establishing the A.G.A. Testing Laboratories and 
praised its efforts to protect the consumer by estab- 
lishing minimum standards. This initial protection 
is now supplemented with a second buying guide, 
the CP emblem, which assures the customer that any 
range so labeled has built into it 22 super efficien- 
cles. 

It is with pardonable pride that the CP range 
manufacturers remind utilities, dealers and the gen- 
eral public that such a system of identifying ranges 
is available only in the gas range industry. 

Today the consumer wants to know—and the CP 
range tells all! 


, 
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‘an “All-Gas Home” at the New York World's Fair. Both there 
and ot the Golden Gate International Exposition, the “model kitchen” 
: and other appliance exhibits indicate the thorough penetration of 


gas use into home, commercial establishment and industrial plant. 


Millions of visitors at these gas industry buildings are making mental 


notes — and the industry will profit. 


More work for meters ... and more meters. Familiarize yourself with 


all the modern meter developments—as in AMERICAN Tinned Steel- 


of scientific precision, extreme serviceability, new low-cost mainte- 


nance ... that afford increased return on your meter dollar invested! 


Our catalogs 1G-4 and £EG-40 provide authoritative reference. 


GENERAL OFFICES + 60 EAST 42nn STREET, NEW YORK, N. Y. 


AMERICAN 


METER COMPANY 


INCORPORATED (ESTABLISHED 1836) 


case Meters and METRIC-AMERICAN lroncase Meters. Instruments 
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There are many important mat- 
ters in the agenda of the gas 
industry, but none, | feel is so 
vitally important as the successful promotion of the CP 
gas range. Why? The answer is simple. There is not a man 
or woman in the entire industry—utilities and manufactur- 
ers of appliances or equipment—whose future is not con- 
tingent on its success. Sounds as though plenty of terri- 
tory is being covered, but when you consider that with- 
out the basic cooking load the gas industry cannot exist, 
it must protect and promote its cooking load to make pos- 
sible its other activities in the fuel field, whether they be 
the other three big domestic jobs, or commercial and indus- 
trial applications. 


A far-sighted view of the significance of the CP promo- 
tional program is the only viewpoint that matters. Beyond 
today are the endless tomorrows, when if we act now, we 
will have built a foundation of super-cooking service with 
gas, widened the margin of advantage between ourselves 
and our competitors, and thereby insured our industry 
and every job in it for that vaster service of becoming the 
nation’s fuel bin. 


Others, better posted than I, in this special CP issue of 
G AS, lucidly explain the many ramifications in this tre- 
mendous promotional job the gas industry has tackled. 
These men and women to whom we are deeply indebted 
have only one axe to grind—the industry axe—our finest 
weapon today to smite those, who tomorrow, strive to 
replace gas as America’s favorite fuel. 


1939 and CP 


Last August when the CP range 
was first introduced, there were 
a few manufacturers ready to 
go. Today there are 24, includ- 
ing one in Canada. More are in the offing. It would be idle 
to attempt to estimate the additional investment it has 
taken for these far-sighted manufacturers to make the 
necessary developments to comply with CP’s 22 rigorous 
requirements. But, anyone familiar with the expense of 
even minor changes, knows that this CP development has 
cost our range manufacturers plenty. This is money 
invested in the gas industry just as surely as though it had 
been put in mains, holders or regulators. It is an invest- 


Well Done, 
Manufacturers 


By Stanley Jenks, Editor 


ment made to better the gas industry and shows a confi- 
dence in the industry’s future that warrants wholehearted 
support now. 


In compiling “The Spring Parade of CP Ranges” (see 
page 33) it has been my pleasure to study closely the 
products of our CP manufacturers. To one who was a bit 
rusty on gas ranges, it has been a thrill and a revelation. 
I never realized there was such a wealth of gas cooking 
equipment available until I saw it with my own eyes. 


We are indeed indebted to our manufacturers for mak- 
ing that dream of the initial CP committee come true. For 
today we have gas ranges without peer in the realm of 
domestic cooking, and mainly because they comply with 
the CP specifications. 


An effort of such national mag- 


CP Promotional nitude as the CP program mer- 
its and has available at A.G.A. 


Material 

E.M. and A.G.A. headquarters, 
such promotional material as the industry never saw be- 
fore. Supplement this with the promotional plans and 
materials prepared by the manufacturers and the local 
background behind the A.G.A.’s national advertising sched- 
ule is complete—if the material is obtained and properly 


_ used. This puts the effort squarely and fairly on the broad 


shoulders of the sales manager, who, however, is licked 
before he starts without the active support of his own 
executive management. 

Every industry has its “can’t-be-done” lads whose favor- 
ite weeping wall is the shirt front of some executive gener- 
ally too busy to investigate for himself the lachrymose 
lassitudes of his progress-shy subordinate. Caution is an 
admirable quality and used judiciously forestalls many 
aspirins. But running away from ghosts of your own crea- 
tion is something else again. I have still vivid memories of 
the ghostly howls that arose when the oven regulator was 
first introduced. Experience soon proved their futility. 
Experience already has laid many of last September’s CP 
ghosts, and there is more and more evidence piling up daily 
that many of the CP spooks some of the brethren have seen. 
heard, and felt, will prove equally as unreal. 

Finally, every success to you, Messrs. Manufacturers, 
Utilities and Dealers, with your CP sales. Where there’s 
a will there’s a way, y know. 


This Issue - - - More Than 6500 Copies 


= So 8 


A powerful new sound slide film tells the story of “The Cooking Marvel of the Age.” 


HE year 1939 is the second year 
of CP range promotion, and in 
order that everyone may be ac- 
quainted with the actual setup and the 
progress that is being made, we are 
listing herewith this year’s program. 

We have 17 Re- 
gional and 77 As- 
sociate Regional 
Managers cover- 
ing the United 
States for the pro- 
motion of the CP 
range. A meeting 
was held in Chica- 
go on February 8 
at which 70 of 
these men were 
present. The pro- 
gram for the year 
was presented and 
was most enthusiastically received. 
We look for great things from the 
regional and associate regional man- 
agers in the promotion of the CP 
range. 

One of the outstanding develop- 
ments is a sound slide film entitled 
“Straight to the Heart.” This film tells 
a marvelous story about the CP range. 
It points out a great amount of work 
put behind the development of the CP 
range. Before your eyes it proves how 
the CP range will save the user time, 
fuel, and food. All of this is accom- 
plished by the presentation of the 
human interest story built around 
meal preparation in the home on an 


F. M. HOUSTON 


old type range, and changes resulting 
through the purchase and use of a 
CP range. 

The final impression one receives 
from this film is a lasting one. Color 
photography shows delicious meals 
which make one’s mouth water. It 
also shows a CP range in a modern- 
ized kitchen setting. The combination 
of delicious meals prepared on a CP 
range under the ideal setting of a mod- 
ern kitchen will leave an impression 


a. GS. A, 


that one will not forget very quickly. 

This slide film has a wide variety 
of application; such as education of 
company employes, salesmen, dealer 
organizations, and can also be used 
for demonstration to the public. This 
sound film is now available to any gas 
company at a nominal price through 
the American Gas Association. 

A national organization to be known 
as the Rangers Club is something new 
in the gas industry. The Rangers Club, 
we believe, will have particular merit 
due to the fact that for the first time 
salesmen in the gas industry will have 
the opportunity to compete against 
one another for sales leadership. Mem- 
bership in the CP Rangers Club is 
open to everyone promoting the sale 
of CP ranges. Utility salesmen, super- 
visors, and sales managers may par- 
ticipate provided their local gas com- 
pany has registered. Dealers and their 
salesmen may register and participate 
at no extra cost. Membership is for 
one year only and members must qual- 
ify every year. 

Rangers must personally sell 40 CP 
ranges during the calendar year. Sup- 
ervisors, managers, and dealers be- 
come CP Rangers when 75 per cent 
of the salesmen under their jurisdic- 
tion become CP Rangers. Star Rang- 
ers are outstanding salesmen who sell 


Membership certificate of the CP Ranger Club. 
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PROMOTES THE CP RANGE 


By F. M. HOUSTON 


Chairman, A.G.A. Domestic Range Committee 


80 CP ranges in a calendar year. Man- 
agers, supervisors, and dealers become 
Star Rangers when 100 per cent of 
their salesmen become CP Star Rangers 
during the calendar year. 

As soon as requirements are ful- 
filled, first year members in the CP 
Rangers Club will receive a hand- 
some bronze membership pin. Star 
Rangers will receive a diamond set 
into the regular Ranger pin, and 
Royal Rangers will receive a dis- 
tinctive badge, and Royal Star Rangers 
a gold badge. 

In addition, the CP Ranger with 
the greatest number of CP range sales 
for the country automatically becomes 
National Commander; second and 
third highest range salesmen will be- 
come National First Commander and 
National Adjutant. In each of the CP 
range districts, the CP Ranger with 
the greatest number of range installa- 
tions for the region will be selected 
as Regional Commander. National 
and Regional officers will be used at 
meetings to describe sales methods 
used to secure their sales, and through 
attendance at these meetings will be 
awarded recognition of their abilities. 

In local organization, where the 


The bronze CP Ranger Club button. 


number of salesmen warrants, it might 
be advisable to have a Commander, 
Vice-Commander, and Adjutant based 
upon the three highest salesmen. This, 
we believe, will stimulate local com- 
petition and it will help the salesmen 
to be interested in the regional and 
national organizations. 

The CP Rangers Club should prove 
to be a most important stimulus for 
the sale of CP ranges, as it is the first 


organization of its type promoted by a 
gas industry. It will help the sale of 
a much higher standard of range, 
thereby improving the standard of 
cooking and renewed acceptance of 
gas as the ideal fuel for cooking. Ev- 
ery gas utility, both large and small, 
will profit in proportion to the suc- 
cess of the CP Ranger organization, 
and should support it in every detail. 

Registration blanks have been mail- 
ed to every gas company in the United 
States, together with a folder describ- 
ing the CP Ranger Club and its bene- 
fits. In addition to this bulletin, the 
“Ranger News” will be issued four 
times a year and will go to every reg- 
istered salesman and will contain stor- 
ies of selling abilities, campaign plans, 
and everything we can put in it to 
make it of interest to salesmen through- 
out the country. 

For the year 1939 we are planning 
four campaigns on CP ranges; two 
major and two minor. In order to put 
this program across, we must neces- 
sarily have the support of every gas 
company in the United States, and 
this, we believe, we will get. All in 
all, the outlook for 1939 on the CP 


range promotion is very rosy. 


Region 1 (1,339,600 Domestic Meters) : 
Rhode Island, Massachusetts, Vermont, 
New Hampshire, Maine and Connecticut. 


J. L. Johnson, Providence Gas Co., Provi- 
dence, R. I. 


Region 2a (2,328,600 Domestic Me- 
ters): Metropolitan and Greater New 
York City, also Central Hudson Gas & 
Electric Corp. G. F. B. Owens, The 
Brooklyn Union Gas Co., Brooklyn, N. Y. 


Region 2b (725,600 Domestic Meters) : 
Upper New York. Walter G. McKie, 
Rochester Gas & Electric Corp., Roches- 
ter, N. Y. 


Region 3 (2,250,400 Domestic Meters) : 
New Jersey, Eastern Pennsylvania, Dela- 
ware, Maryland and District of Colum- 
bia. R. A. Koehler, Public Service Elec- 
tric & Gas Co., Newark, N. J. 


Region 4 (387,300 Domestic Meters) : 
Virginia, West Virginia, North Carolina, 
and South Carolina. E. V. Bowyer, Roa- 
noke Gas Light Co., Roanoke, Va. 


LIST OF REGIONAL CP MANAGERS 


Region 5 (280,300 Domestic Meters) : 
Georgia, Alabama and Florida. J. W. 
Lea, Atlanta Gas Light Co., Atlanta, Ga. 


Region 6 (292,300 Domestic Meters) : 
Louisiana, Mississippi and Arkansas. 
S. L. Drumm, New Orleans Public Ser- 
vice Inc., New Orleans, La. 


Region 7 (260,800 Domestic Meters) : 
Kentucky and Tennessee. W. E. Lever- 
ette, Nashville Gas and Heating Co., 
Nashville, Tenn. 


Region 8 (1,942,200 Domestic Meters) : 
Western Pennsylvania and Ohio. B. H. 
Gardner, Columbia Gas and Electric 
Corp., Columbus, Ohio. 


Region 9 (1,105,500 Domestic Meters) : 
Michigan and Wisconsin. B. T. Franck, 
Michigan Consolidated Gas Co., Grand 
Rapids, Mich. 


Region 10 (371,800 Domestic Meters) : 
Indiana. C. V. Sorenson, Midland Sub- 
sidiary Corp., Chicago, III. 


Region 11 (1,357,400 Domestic Me- 
ters): Illinois. C. W. Tennant, Western 


United Gas & Electric Co., Aurora, IIl. 


Region 12 (888,500 Domestic Meters) : 
Texas and Oklahoma. Frank C. Smith, 
Houston Natural Gas Co., Houston, Tex. 


Region 13 (757,000 Domestic Meters) : 
Kansas, Colorado, Wyoming and Mis- 
souri. C. C. Young, The Gas Service Co., 
Kansas City, Mo. 


Region 14 (654,700 Domestic Meters) : 
Nebraska, Minnesota, North Dakota, 
South Dakota, Montana and lowa. H. E. 
Young, Northern States Power Co., Min- 
neapolis, Minn. 


Region 15 (44,100 Domestic Meters) : 
New Mexico and Utah. J. R. Cole, New 
Mexico Gas Co., Santa Fe, N. M. 


Region 16 (1,808,000 Domestic Me- 
ters): California, Washington, Oregon, 
Nevada, Arizona and Idaho. A. F. Rice, 
Southern California Gas Co., Los An- 
geles, Calif. 


This extensive collection of CP promotional material appears in the CP spring plan book 
(cover of plan book shown in center of group). 


N FEBRUARY 8, 1939, the Spring 
| promotion program on CP ranges 

was officially released by the 
A.G.A.E.M. The immediate and active 
response to it on the part of utilities 
and range manufacturers proves that 
its keynote—‘Con- 
tinued Prosperity 
with the now fam- 
ous Certified Per- 
formance Gas 
Range’— is by no 
means mere wish- 
ful thinking. 

As the first of 
four CP programs 
planned for 1939, 
others being sched- 
uled for Summer 
(July - August), 
Fall (September- 
October) and Holidays (November- 
December), the Spring program in- 
cludes selling tools for every step of 
the distribution process from a series 
of new newspaper ads right down to 
the salesmaker for the retail salesman’s 
use in the ultimate buyer’s home. 


A. P. TAPPAN 


New Sales Aids Offered 


The Spring Plan Book, which was 
sent to 2000 key men in the utility 
field as well as to 12,000 department 
stores, furniture stores and other in- 
dependent retail establishments, de- 
scribes the new additions to the al- 
ready extensive collection of material 
available for CP promotion, includ- 
ing: 

New Sound Slide Film: A twenty- 
minute drama in sound showing how 
a typical housewife became convinced 
she would save money by replacing 


her old, wornout range with a new CP 
model. As a vivid, visual presentation 
of “The Cooking Marvel of the Age,” 
this item will be indispensable in 
training salespeople and for use at 
cooking schools, home economics 
classes, women’s clubs and gatherings, 
and on the dealer’s own sales floor. 

Publicity Releases and Radio An- 
nouncements: Since CP is still “hot 
news and there appears to be an in- 
satiasle demand for publicity mate- 
rial, news releases and radio spot an- 
nouncements are provided in the 
Spring program. 

Newspaper Ads: Four new, hard- 
hitting newspaper ads ranging in size 
from 630 lines (45 inches) down to 
112 lines (8 inches) have been added 
to the four provided in the original 
CP program to make a total of eight 
striking newspaper ads now available 
for CP promotion. 

Bill Enclosure: A new, two-color 
folder that first asks, “But Can We 
Afford to be Without It!” is available. 
Features CP time savings, as _ illus- 
trated by clean utensils; fuel savings, 
as provided by scientific insulation; 
and food savings exemplified by re- 
duced meat shrinkage. It’s the kind 
of piece that brings prospects to the 
sales floor to learn more about the 
marvelous new CP range! 

Tabloid Circular: An inexpensive 
four-page piece entitled “Big News” 
which shows on the first page a pic- 
ture of George Rector and covers of 
national magazines that have carried 
articles on the CP story. The inside 
pages tell a detailed story on CP fea- 
tures and how the CP range pays for 
itself. 

Because of its low cost, this piece is 
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By ALAN P. TAPPAN 


Chairman, Sales Management Committee, 
Domestic Gas Range Division, A.G.A.E.M. 


ideally suited for widespread distribu- 
tion. It is supplied individually wrap- 
ped for mailing. 

Deluxe Brochure: An impressive 12- 
page booklet, size 844 by 11 in., done 
in six colors, and produced through- 
out in a manner befitting the high qual- 
ity of the product it describes. The 
royal blue and gold cover is inscribed 
“Save While You Cook.” Inside are 
pages profusely illustrating the im- 
portant CP features. Three beautiful 
four-color illustrations picture taste- 
tempting foods from the CP oven, top 
burners, and broiler. 

And as a powerful climax, the last 
page declares, “You can’t afford to be 
without a new CP gas range because 
of its wonderful savings features that 
make cooking better, easier, cleaner 
and more economical. Save while you 
cook with this most modern cooking 
convenience. Many beautiful CP range 
models to suit every purse and purpose 


}?? 


now on display. See them today! 

Here indeed is a promotion piece in 
keeping with true CP quality—the 
“royalty” of modern cooking appli- 
ances. It fully equals or exceeds in 
richness anything that has ever been 
produced to feature any kind of an 
appliance. It is something any dealer 
or utility can offer proudly, with as- 
surance it will lend prestige to his 
business. It is suitable for presentation 
to interested prospects either on the 
sales floor or in the home; for distri- 
bution from “‘All-Gas Homes” or other 
public displays; as a piece for home 
service personnel to leave during home 
calls, and for all other purposes where 
an especially high grade piece can be 
used to advantage. 
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PROGRAM OF A.G.E. A. M. 


..-In Four 1939 Campaigns Furnishes the Tools — 


Sound Film, Advertisements, Tabloid Circular — 


By Which Utility and Dealer May Tie-In With the 


Drive To Replace 9,000,000 Obsolete Gas Ranges 


CP Salesmaker: That front line sol- 
dier—the outside salesman—continues 
to be adequately provided for by the 
popular and already widely used CP 
Salesmaker —a 24-page handsomely 
illustrated visual presentation for use 
primarily in the prospect’s home. In- 
cluded are the 22 CP specifications and 
the entire story of the CP range, its 
background and development; what 
leading women’s magazine editors say 
of it, what savings it assures and how 
it pays for itself. 

The CP Salesmaker pages are now 
available punched for insertion in the 
standard 8% x 1l-in. three - ring 
binder. 

In all, the spring program is even 
more comprehensive than the sensa- 


tionally successful campaign with 
which the CP program was launched 
last fall. Many dealers and utilities 
are now in the midst of big campaigns 
built around this wealth of helpful 
material. 


Summer Campaign 
Some time in May the A.G.A.E.M. 


will announce the details of the sum- 
mer campaign, which will include a 
new window and floor display built 
around an appropriate summertime 
theme, and other effective local pro- 
motion pieces and sales helps. The 
fall and holiday campaigns will fol- 
low, of course, at the proper times. 


From the outset the CP program has 
enjoyed outstanding support from the 
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Showing two typical pages from the de luxe 12-page booklet. On the left-hand page is 
one of the beautiful four-color illustrations. On the right is a graphic story of how the 
CP range saves time in six big ways. 


Four new, hard-hitting CP newspaper 
ads of different sizes have been added 
to those already available. 


extensive national advertising cam- 
paign of the American Gas Associa- 
tion. During the first eight months of 
1939, 20 advertisements which direct 
attention to the importance and mean- 
ing of the CP seal are scheduled to 
appear in the Saturday Evening Post, 
Good Housekeeping, Woman’s Home 
Companion, McCall’s, Ladies Home 
Journal, American Home, Better 
Homes and Gardens, House Beautiful, 
and other prominent magazines. 


Certainly, as was promised when 
the CP program was launched, “no 
stone has been left unturned” in pro- 
moting the sale of the Certified Range 
as “that appliance which best inter- 
prets gas as a cooking fuel.” The 
program has become one of the most 
widespread efforts that has ever been 
directed toward the sale of one single 
type of appliance. The concerted ef- 
forts of two national associations, one 
of them conducting a great national 
advertising campaign and one of more 
than 20 leading range manufacturers, 
with their national advertising, are be- 
hind this plan to replace the 9,000,000 
obsolete gas ranges now being used in 
homes throughout the country. What 
an unprecedented opportunity awaits 
those utilities and dealers who tie in 
enthusiastically with it! 


* 


AUTOMATIC 
LIGHTING — A 
turn of the han- 
dle gives instant, 
full heat for 
oven, broiler or 
top burners. No 
se: ae Saves time. 


GIANT BURN- 
ER — The over- 
size, super - speed 
burner cooks one- 
third faster. <A 
full meal may be 
prepared much more quickly. . Saves time. 


“NON - RUST” 
BURNERS— 
Rust - resisting or 
enamel finish 
burner heads are 
quick, easy and 

Saves time. 


PANS STAY 
CLEAN — Pure, 
stainless heat from 
newly designed, ef- 
ficient top burners 
leaves utensils mirror bright . . Saves time. 


GREATER 
BROILER 
AREA — More 
capacity is pro- 
vided for any 
broiling job — oft- 
en saves’ extra 

Saves time. 


FASTER PRE- 
HEA TING— 
Ovens and _ broil- 
ers preheat in 
double-quick time 
because of new 
type insulation and burners . . Saves time. 
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bY Selling the CP Savings 


Let Pictures; Simple Words 
Tell the 22-Point CP Story 


By R. S. AGEE 
Sales Promotion Manager, A.G.A.E.M. 


OR purposes of drawing up the 
specifications for the Certified Per- 
formance gas range, the 22 mini- 
mum requirements had to be written 
in a technical manner. However, when 
we attempt to acquaint the consumer 
with these features 
by technical de- 
scriptions, we no 
doubt fail to gain 
much consumer 
appreciation for 
the actual merits 
of the CP range. 
Few men and 
practically no 
women evaluate an 
appliance from a 
technical angle. 
Surveys show that 
American women 
make well over 70 percent of the 
family purchases and that their two 
fundamental reasons for buying home 
appliances are: 


R. S. AGEE 


1. To save time in carrying out 
their many household tasks. 


2. To save money through the most 
healthful and efficient methods of food 
preparation. 


Selling the Dollar Value of 


Time Saving Features 


The six big-time saving features of 
the CP range score a direct hit on the 
first of these two buying motives. 
Every range salesman should present 
these six big convenience features in 
logical sequence — not in a “canned” 
sales talk, but in a “planned” sales 
presentation. 


Great care should be exercised to 
avoid the use of technical terminology. 
The necessity for such can be avoided 
by the liberal use of pictures as an aid 
to the correct presentation. It has been 
truly said, “One picture is worth a 
thousand words.” 

The time savings effected by the 


many convenience features of the CP 


range, as shown on this page, should 
all be summarized for the prospect at 
the close of the point-by-point presen- 
tation by an estimate of the total time 
saved per meal, per day, and per 
month. The time saved should then be 
evaluated in terms of dollars and cents 
in order to cause a full appreciation of 
its value by the prospect. 


For example, if all six of the CP 
convenience features saved only 10 
minutes per meal for three meals per 
day, for 30 days per month, the total 
time saved would actually amount to 
15 hours per month. If one should 
estimate the value of a homemaker’s 
time at only 30 cents per hour, all this 
would mean a dollar-and-cents saving 
of time worth $4.50 per month. In 
other words, “Time saved is money 
saved.” 


Selling the Dollar Value of 
Fuel Saving Features 


Extreme caution should be exercised 
by the salesman in selling the fuel 
savings of the CP gas range. Prelimi- 
nary studies throughout the country 
indicate that the owners of CP gas 
ranges take great pleasure in doing 
more home cooking. Because of the 
increased convenience, comfort, efh- 
ciency, speed, beauty, and economy of 
these new ranges, early surveys dis- 
closed many instances where CP ovens 
and broilers were being used from 60 
to 70 percent more than in the old 
stoves replaced by the new CP gas 
range. 


These cases prove the unsoundness 
of selling the six greater efficiency 
features of the CP gas ranges as a 
means of reducing the gas bills. Sell 
the fuel economy features only as a 
means of saving gas per cooking oper- 
ation. Further explain to the prospect 
how all the many modern features of 
the CP gas range will make cooking a 
great thrill and pleasure, thereby caus- 
ing the user to do more home cooking 
to eliminate the higher cost of bakery, 
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NEW BURNER 
DESIGN—All of 
the different types 
of top burners on 
CP Ranges have 
been carefully de- 
signed and ap 
proved for the 
Saves fuel. 
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TAILORED 
HEAT — You get 
instant and un- 
limited heat selec- 
tion—from a fast 
boiling speed to 
the tiniest sim- 
mer—by the “sig- 
nal controlled” CP burners . . . Saves fuel. 


ECONOMICAL 
PREHEATING 
—The CP oven 
and broiler will 
preheat rapidly, 
effecting big sav- 
ings in gas due to 
the new, scientifi- 
cally designed speed burners .. . Saves fuel. 
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EFFICIENT OP- 
ERATION—Oven 
bottom removed 
to show one of 
several types of 
burners carefully 
designed to meet 
CP requirements 
. . . Saves fuel. 


SCIENTIFIC IN- 
SULATION — 
Ovens and broilers 
are surrounded by 
a heavy blanket of 
super insulation 
which makes the 
kitchen cooler and 
Saves fuel. 
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HEAT CON- 
TROL—tThe oven 
heat control saves 
fuel by automati- 
cally reducing the 
volume of gas re- 
quired to exactly 
meet any cooking 
Saves fuel. 


delicatessen and canned foods. All this 
explanation brings the salesman and 
prospect up to the third and most con- 
crete savings appeal—that of food 
savings! 

As a foreword to the food savings 
story, it is important that the salesman 
explain that according to governmental 
department findings the average fam- 
ily of four persons uses about four 
tons of food per year, or an average 
of one ton of food per person per year. 
The average cost of this food per fam- 


ily is about $38.50 per month. 


The salesman can then proceed with 
a presentation of the importance of 
the six big food savings features to 
the greatest advantage. Remember that 
many times people do not understand 
what you say, but everyone under- 
stands a picture — so dramatize your 
presentation with illustrations. 


After a thorough explanation and 
presentation of the six big food savings 
features of the CP range, it is quite 
logical to draw the conclusion that a 
CP range will save up to 10 percent of 
the food bill as compared to the waste- 
ful operations of the old stoves we are 
trying to replace. 

For reasoning sake, ask your pros- 
pect to assume the reality of this 10 
percent saving. For the average food 
bill of $38.50 per month, one would 
have a monthly food saving of $3.85 
effected by the CP range. This food 
saving, when added to the $4.50 per 
month time saving, amounts to a total 
monthly saving of $8.35, or a yearly 
saving of $100.20. 


Such a saving would more than pay 
for a new CP range in less than two 
years. But even at $50 per year saving 
or even $25 per year, a CP range 
would pay for itself in three to six 
years. Yes —even at a $15 per year 
saving of time and food, a CP range 
would more than pay for itself during 
its lifetime of usage. 

Such a selling procedure of time and 
food saving features was practiced by 
the automatic refrigeration industry 
so successfully that nearly 14,000,000 
American homemakers have replaced 
$35 ice boxes with automatic refriger- 
ators at over $200 per unit. 


By such a sales procedure we can 
definitely establish the fact that “price 
and cost are not the same thing.” The 
price of a CP range may be $149.50, 
but the cost of ownership is less than 
a lower priced range which sacrifices 
any of the CP time, fuel or food savings 
features. 

A proved formula for selling suc- 
cess is: 

1. Sell the merits of your product. 

(Continued on Page 29) 


SAVE VITA- 
MINS—CP Range 
burners make low 
water cooking 
easy and provide 
food economy by 
conserving  valu- 
able vitamins and 
healthful food minerals . . . . Saves food. 


CUT MEAT 
SHRINKAGE 
BY 20% — Meat 
shrinkage may be 
reduced as much 
as 20% by the 
low temperature 
cooking method 
made possible by 
the new CP ovens ...... Saves food. 


REDUCE MEAT 
COST — Cheaper 
cuts of meat may 
be cooked to the 
same __ delicious, 
juicy tenderness 
as more expensive 
cuts by cooking at 
low temperature 
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STOP BAKING 
FAILURES—No 
more burned or 
under-baked food 
when you use the 
CP oven heat con- 
trol! It accurately . 
maintains any de 

sired temperature ........: Saves food. 


SPILLING 


FOOD AVOID- 
ED — Special 
“stops” of various 


types prevent oven 
racks from tilting 
or falling out. No 
more food waste from spillage! . Saves food. 


SMOKELESS 
BROILERS — 
Broiler grill lifted 
away from pan to 
show how fats are 
drained away 
from heat zone to 
prevent burning, 
smoking, and food waste . . 


. Saves food. 


Over 7500 people viewed The Gas Service Co.’s CP range demonstration at the annual 
Magic Home Exhibition in Wichita, Kan., February 8, 9, 10 and 11. On shelves in the 
background of the booth were displayed 65 different foods, all prepared on CP ranges. 


LEFT: The CP range wa @ 
enthusiastically endorsed ; 
The Gas Service Co.'s utilgy 
ity and dealer salesmen/@ 
meeting held February 2 § 
at the Little Theater of th @ 
Municipal Auditorium ;) 
Kansas City, Mo. C. ( 
Young is CP regional maz! 
ager for this district, which 
includes Kansas, Colorado, 
Wyoming and Missouri. 


Marjorie P. Wardman, home service 
director, Long Island Lighting Co., Bay- 
shore, L. I., uses a CP range to demon- 
strate the preparation of a pot roast main 
course. 


_ 


Servicemen of the Southern California Gas Co., Los Angeles, attend Another enthusiastic CP meeting of The Gas Service Co. was held March 2 at 
a training class to become thoroughly informed on CP ranges. Wichita, Kan. Among distinguished guests was E. R. Corn, mayor of Wichita. 


LEFT: More than 700 Brooklyn 
dealers heard the story of CP 
range savings at the 10th an- 
niversary dealer dinner and 
meeting of the Brooklyn Union 
Gas Co., held February 23 at 
the Columbus Club in Brook- 
lyn, N. Y. 
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How Home Service Can Help the 


23 


Salesman Sell the CP Range 


By GLADYS B. PRICE 


Chairman, Home Service Committee, American Gas Association 


son used to sing a song that went 
something like this: 


ie in the good old days Al Jol- 


“The country girl is like a Ford— 
Not much for looks, 
But for service, Oh Lord.” 


and as far as the gas industry was con- 
cerned, he might 
have been talking 
about gas ranges. 
You can all re- 
member when the 
gas range was 
demonstrated by 
jumping on the 
oven door, when 
the gage of the 
steel, cast iron, or 
what not was in- 
dicative of the de- 
sirability of the 
range, gas ranges 
were purchased to last a lifetime along 
with the rest of the furniture. The 
thought of making the job of cooking 
easier and more efficient was neither 
practical nor desirable. Women’s 
place was in the home and there wasn’t 
any better way to keep her there than 
to have her baste the meat every 15 
minutes or to peek at and poke the cake 
every five minutes. It is surprising to 
find how many women are still reluc- 
tant to leave these methods and admit 
that simpler ways produce superior 
cooking results. In other words, they 
want very much to feel that, after all, 
it’s the cook herself that’s important 
and not the range. So far we haven’t 
done such a thorough job of selling 
her the idea that modern equipment 
will complement her cooking ability 
and whether she’s a good cook or a 
poor cook, a better range will help 
her achieve better results. This ac- 
counts for the fact that the average 
age of a gas range at the time of re- 
placement is some 8 to 12 years. 
Now all this does not mean that if 
the gas industry builds a better gas 
range the world will beat a path to its 
sales floors. It means that if the gas 
industry builds a better gas range, 
somebody has to prove that it’s better, 


GLADYS B. PRICE 


not only to Mrs. Housewife, but to all 
the doubting Thomases in the gas in- 
dustry. 

In the final analysis, the customer 
does not care if the B.t.u. input is five 
or five million. She does not care if 
the burners are round, square or ob- 
long and she does not care if the in- 
sulation is this thick or that thick, 
only so far as it affects the food which 
she serves her family. 

If you were told that the oven of 
the newest creation of the gas industry, 
the Certified Performance range, came 
up to temperature in three minutes, 
would you be impressed or would you 
say—so what? If you were told that 
the giant burner had an input of 18,- 
000 B.t.u.’s, would you care or would 
you ask what difference it made? But 
if you were told that four layers of 
cake could be baked in the Certified 
Performance oven without any pre- 
heating, you’d be interested enough to 
ask just where this baking would take 
place and you would probably be on 
the front row. And if someone told 
you that coffee could .be made in six 
minutes, using the giant burner, you’d 
undoubtedly ask the party to prove it 
and then run for a cup plus the cream 
and sugar. The Chinese have a sen- 
tence for it, and it goes something like 
this: “One picture is worth a thousand 


words.” The fundamentals of draw- 
ing pictures to prove the superiority 
of the CP range are well known to 
your home service department, and 
there has never been an appliance that 
could be promoted with so much en- 
thusiasm, sincerity, and actual results. 

It’s always good pedagogy to take 
pupils from the known to the unknown 
and also good salesmanship to get 
other people to promote your prod- 
ucts. What is simpler, then, than to 
first sell the CP range to gas employes 
by proving its performance? Better 
still, arrange to have your salesmen 
actually use the range under home 
service supervision. This isn’t a new 
idea, but it is still an awfully good 
one. Let them prove to themselves 
that simmer burners preserve flavor 
and vitamins, that long oven preheat- 
ing is unnecessary, that the giant burn- 
er actually does the job faster, and that 
broiling is definitely smokeless. With 
this information and the enthusiasm 
that will accompany it, Certified Per- 
formance ranges will take on a new 
selling incentive. 

How about your service men? Do 
they know the performance values of 
the ranges? They have more oppor- 
tunities for meeting housewives with 
jaloppy ranges than anyone else in 

(Continued on Page 27) 


Classes are in session and Southern California Gas Company’s men-on-the-firing-line 
pick up a few practical points on how to do what to make better biscuits. 
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MAGIC CREF 


The Houston Natural Gas Company’s Shopping Center was turned into a gala gas range display for Houston dealers during the 
Mother's Day Cake-Baking Contest. 


HOUSTON MOTHERS BAKED THE CAKES 


And Grateful Charity Received Them; A Texas Utility Displayed 
And Sold Its Ranges; and Dealers and Public Alike Were Pleased! 


BALES and advertising men have 
contended for a long time that the 
big, cruel city is a hard market, 

that people are not as friendly as in 
smaller towns, where contacts are 
more personal. Perhaps it’s the friend- 
ly Southwestern spirit, then, that led 
to Houston homemakers’ interest in a 
Mother’s Day Cake-Baking Contest 
last May, sponsored by Houston Nat- 
ural Gas Co. and the gas range deal- 
ers of Houston, and now an annual 
feature due to its popularity. 

This was a contest with a _ heart- 
string pull that caused tears in many 
an eye as cake-bakers thought of the 
joy the recipients would have in the 
various orphans’ and old folks’ homes 
eating home-baked cake on Mother’s 
Day. Instead of just another cake- 
baking contest, the disposition of the 
cakes to orphans’ homes, homes for 
the aged, and settlement houses for 
under-privileged children as a Moth- 
ers Day gift from the mothers of 
Houston was the keynote of the ad- 
vertising appeal. Prizes to stimulate 


interest proved incidental as the cakes 
poured in on Friday afternoon before 
Sunday—Mother’s Day. Fully three 
out of four persons entering cakes re- 
marked: “I don’t care whether I win 
a prize or not; the cakes go to a good 
cause.” Many women thanked the 
company for sponsoring such a worth- 
while cause and expressed the hope 
that it would be an annual tribute. 

Two hundred and one cakes were 
entered in this contest, baked by 179 
men, women and children! Analysis 
of entries after the contest closed 
showed that three men had _ baked 
cakes, and one of them won a mer- 
chandise award for the excellence of 
his cake. Several children baked 
cakes, and one home economics class 
in a school baked a cake as a class 
project and sent it in by one of its 
members. Cake racks were secured 
from one of the Houston bakeries, and 
a rush order had to be made for more 
racks. Five of them were completely 
filled with cakes. 

The remarkable thing about the 


number of entries is that the deadline 
for entries was set for 5:00 p.m. on 
Friday, May 6, and on that afternoon 
Houston had the worst rainstorm and 
windstorm that it had had in many 
years. Cakes were brought in during 
the rain in hat boxes, suitcases, violin 
cases, wrapped in newspapers, any 
way to protect the cakes from the 
weather. Chauffeurs and maids from 
swanky River Oaks and Riverside ad- 
ditions mingled with women who had 
ridden the street car or bus to bring 
in their cakes. One negro maid brought 
in two cakes with the explanation, 
“This one was baked by my missus, 
and this one I baked and want to go 
to some colored home.” One 86-year- 
young grandmother brought in her 
cake with the remark, “I’m thankful 
that I’m still active and can bake a 
cake for someone else to enjoy on 
Mother’s Day.” Men brought cakes 
in during the noon hour, brought 
down to work with them in the morn- 
ing, many of them with the statement, 
“My wife told me not to come 
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Advertising Manager, Houston Natural Gas Company 


home tonight if I didn’t deliver this 
'?? 


cake safely! 


Each cake was placed on a 12-in. 
square of cardboard as it was deliv- 
ered to the offices and display floor of 
Houston Natural Gas Co., and was 
wrapped in cellophane to keep fresh 
overnight. Public judging of the 
cakes was held on Saturday morning, 
with the pastry chef of the leading 
hotel, a well-known caterer, and the 
head of the home economics depart- 
ment of the public school system serv- 
ing as judges. The gas company home 
service director got on the job at 5:30 
Saturday morning, and cut a wedge 
from each cake, placing it on top of 
the cake, so that when the judges ar- 
rived at 9:30, they could begin judg- 
ing immediately. A standard grading 
chart with a number in the corner 
was used, and when the winning cakes 
were selected, reference was made to 
a card index file to see who 
the persons were who had 
won. In this way, no one 
knew whose cake was being 


judged. 


On Saturday afternoon the 
cakes were divided among 17 
public and private institu- 
tions in Houston and Harris 
County, and between 1500 
and 2000 children and old 
folks had home-baked cake 
on Mother’s Day. Gas com- 
pany and Houston Gas range 
dealers’ trucks were used for 
delivery of the cakes. A note 
was sent with each load of 
cakes, telling the ones receiv- 
ing them that the cakes were 
a Mother’s Day gift from the 
mothers of Houston. 

Typical of the letters re- 
ceived from these institutions 
are these two: 

“We want to thank you 
and anyone else responsible 
for it, for the donation of 22 
home-made cakes to the chil- 
dren of Faith Home. It isn’t 
always possible for us to fur- 
nish little extra things of this 
nature to the children, and we appreciate 
the thoughtfulness of our friends in 
helping us out occasionally. 

“I hope that you can express our 
thanks to anyone else who may have 
had a part in this, and also extend to 
them an invitation to visit Faith Home 
at any time they care to.” 


DePetcuHiIn FattH Home 
AND CHILDREN’S BUREAU 


“In behalf of the men and women 
of the Harris County Home for Aged, 
I wish to extend their thanks and ap- 
preciation for the lovely cakes which 
you sent them for Mother’s Day. 

“The cakes were served with Sun- 
day dinner, and did the old people 
enjoy them! Wish you could have 
been present to see just how much 
they did enjoy themselves.” 


THe Harris County HOME For AGED. 


The Mother’s Day Cake-Baking Con- 
test inaugurated a month of gas range 
merchandising and advertising in 
Houston, centering around the nation- 
al slogan, “Dress Up Your Kitchen 
with a Modern Gas Range.” Twenty- 
seven gas range dealers cooperated 
with Houston Natural Gas Co. in the 
promotion. A central display of all 
gas ranges is maintained the year 
‘round in the Houston Natural Gas 
Appliance Shopping Center in the 


company offices by dealers cooperat- 


Three of the five members of the advertising committee that planned 
the cake-baking contest and the merchandising program, with four 
of the five racks of cakes secured as entries in the background. 
Left to right, W. H. Tipton, Jr., Houston Natural Gas Co.; Tom Black- 
burn, Hudson Furniture Co.; Ralph Lester, Black Bros. Furniture Co. 


ing with the utility. The gas company 
sells no gas ranges, but actively co- 
operates with all dealers and makes 
sales for them through its six sales- 
men. All dealers agreed upon the 
Shopping Center as the place where 
cakes were to be delivered, and here 
they placed 1938 ranges on display, 
each line of range being given a dis- 


play space, chosen by lot, and doing 
any kind of special decorating it 
cared to do. Balloons all over the 
ceiling gave the Shopping Center a 
carnival air during the week of the 
cake-baking contest. Dealers agreed 
upon special offers for the month, 
some sort of small premium that 
would give a “buy now” urge. No 
range under a retail value of $89.50, 
before trade-in allowance, with all 
automatic features, was displayed in 
the Shopping Center. Each dealer, in 
addition to this gala display in the 
Shopping Center, gave gas ranges a 
prominent floor display in his own 
store, and featured gas ranges in his 
window, using the “Dress Up Your 
Kitchen” theme. 


One newspaper was selected for the 
cake-baking contest promotion, and a 
special section on gas ranges and the 
contest was used on the Sunday be- 
fore Mother’s Day. The news- 
paper donated the cover 
page and a liberal amount 
of publicity in the section, 
contributed cash prizes of 
$15.00 and $10.00, and lined 
up merchandise baskets as 
supplementary prizes. One 
full-page advertisement was 
run in this section over all 
cooperating dealers’ signa- 
tures and each dealer ran an 
advertisement on his own line 
of range. Radio spots were 
used throughout the week. 
25-word announcements that 
featured the Mother’s Day 
Cake-Baking Contest, and 
urged people to call at deal- 
ers’ stores or the Shopping 
Center for entry blanks. Two 
small follow-up advertise- 
ments and daily publicity 
stories appeared in the news- 
paper during the week. Win- 
ners were announced in the 
Sunday paper on Mother’s 
Day. Prizes given in the con- 
tests were a $100.00 gas 
range as first prize; $15.00 
in cash, second prize; $10.00 
in cash, as third prize; 20 baskets 
of food products for the next 20 
prize winners; and a “mystery award” 
to each person entering a cake—a 
$5.00 certificate good during the 
month of May at any cooperating 
dealer’s store on the purchase of any 


fully automatic gas range. 
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CP Range Promotion Will Mean Savings to 
The Industry's Lower Income Customers 


By WALTER E. BOLTE 


ANY of us in the manufactured 
gas territories are finding it nec- 
essary to impress upon the pub- 

lic the status of gas for house heating. 
After years of regarding gas as a me- 
dium for heating which could only be 
used by the bank- 
ers and million- 
aires for heating 
their palatial resi- 
dences, the gener- 
al public is slowly 
being made to 
realize, following 
rate reductions, 
that the butcher, 
the baker and 
candlestick maker 
are heating their 
homes with gas. 
The fact that gas 
for heating purposes is now being used 
by truck drivers, laborers, etc., does 
not immediately register, nor is it ac- 
cepted completely by the public for a 
period of time. 


And so, as we face the extensive and 
comprehensive promotion of CP 
ranges, it might be well to consider 
the effect of the national campaign, 
with the supplementing local cam- 
paigns, upon the people and at the 
same time consider our markets. 


W. E. BOLTE 


Are We Too Exclusive? 


The aristocrat of cooking appli- 
ances, the CP gas range with its 22 
points of superiority and its beauty 
of appearance, will naturally appeal 
to and be desired by the higher income 
bracket groups who want the best in 
cooking performance. But are we, in 
telling the story of CP and in making 
sales to this group, allowing ourselves 
to concentrate on this market to the 
exclusion of the lower income group, 
or are we paving the way towards hav- 
ing the butcher, the baker, the candle- 
stick maker prepare their meals on CP 
ranges? 

“It’s smart to be thrifty,” is the well- 


known advertising theme of a famous 
department store. While this saying 
may attract buyers in the upper in- 
come bracket by pointing out the wis- 
dom of being thrifty and indirectly in- 
sinuating that to be thrifty is fashion- 
able, thrift to the lower income group 
is more than a fad or hobby— it is a 
vital necessity. Logically, it is to this 
lower income group that the benefits 
of CP range operation should have 
the greatest appeal,, providing we tell 
the story to this group. 


A Great Replacement Market 


The replacement market in the low 
income group is as great if not greater 
than in the high income group. In the 
past, we may assume, a $59.50 range 
without the benefit of the improved ap- 
purtenances and consequently cooking 
performance blanketed this market. 
It is within reason to feel that the bene- 
fits of CP range operation will have a 
greater effect on Mrs. Joe Doakes, 
whose husband brings home $20 to $25 
in his weekly pay envelope, than on 
Mrs. Van Astorbilt, who may be pur- 
chasing a CP range not only for the 
improved performance, but also to 
keep up with her neighbors. 

While benefits accrue to both the 
high and the low income groups 
through the operation of a CP range, 
it might be deduced that the general 
effect of the benefits, within limits, is 
inversely proportional to the income 
group. 

With this thought in mind, the sav- 
ings story of the CP ranges on food 
and fuel seems to be paramount. It 
can prove actual major savings to low- 
er income group customers—savings 
which can have a decided effect upon 
their lives. Through this opportunity 
to save in home operations these cus- 
tomers will have opened to them a new 
vista of more comforts of life to be 
enjoyed. 

To Mrs. Van Astorbilt, the mone- 
tary loss resulting from a cooking fail- 
ure is but a passing matter, but to 


Domestic Sales Manager, The Brooklyn 
Union Gas Company, Brooklyn, N. Y. 


Mrs. Doakes, who is trying to stretch 
the small weekly payroll, a cooking 
failure can represent a decided loss 
and one which is difficult to make up 
out of an already too small budget. 
To be able to regulate temperatures 
and obtain constantly good results can 
be a boon to this type of user. 

The lower income bracket group is 
already accustomed to buy low priced 
cuts of meat. However, through the 
use of the CP low temperature oven 
cookery, in addition to making this 
meat tender and palatable, the reduc- 
tion of meat shrinkage by as much as 
20 per cent provides savings which are 
important factors in a limited budget. 
And so the savings story rolls on, the 
savings through the ability to do one’s 
baking without fear of failures, the 
possibilities of canning, and the re- 
sultant savings of fuel by reason of the 
increased efficiency of top burners and 
ovens with their insulation on CP 
ranges. 

There are certain intangibles also 
which we might consider. If through 
her ability to use waterless or limited 
water cookery the user is able to re- 
tain a greater number of vitamins and 
minerals in the food—certainly better 


health should result. 


Intangible Benefits 


While it might appear to be a far 
call to the tieing up of this benefit with 
the amount spent on doctors’ bills, cer- 
tainly it must be conceded that the 
proper amount of vitamins absorbed 
by the human system tends to raise the 
resistance to physical ailments. It may 
therefore be assumed that certain in- 
tangible benefits accrue under this 
method of cookery with resultant sav- 
ings in doctor bills, medicine or lost 
time illnesses. 

Fundamentally, savings on food and 
fuel bill of $1.00 a week may accrue 
to Mrs. Van Astorbilt and Mrs. Joe 
Doakes alike. Yet, when considered 
in the light of a percentage of the to- 
tal weekly salary, this saving can as- 
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sume a vastly more important figure 
in the eyes of Mrs. Doakes than in 
the eyes of the higher income group 
housewives, and with greater effect on 
the general welfare of the family. 
Needless to say, skeptics, while con- 
ceding these benefits, will insist that 
it is not necessary for the lower in- 
come bracket group to have automatic 
oven lighters on their ranges. While 
this is a debatable subject, we are cer- 
tain of two things—one, that electrical 
competition, aggressively advancing on 
the cooking market, will make a point 
of this and will eventually impress 
upon all groups the value of a 
“match”-less service. Secondly, that 
when the lower income group becomes 
impressed with this fact these custom- 
ers too will desire this service whether 
they can afford it or not. And even 
though they cannot afford this service 
by the purchase of electrical ranges, 
nevertheless it is human to become 
discontented with the equipment they 
have. The low income group can 
knock a product just as hard as the 
higher income group—and in the long 
run this affects the standing of our 


fuel. 


Therefore, it would seem the more 
desirable to make it possible for this 
group to purchase CP ranges. All 
present indications point to lower 
priced ranges capable of meeting CP 
performance requirements. It is be- 
lieved that as the volume of automatic 
lighting increases—that as this acces- 
sory becomes more highly perfected— 
and as research costs in this field are 
amortized, that CP ranges can be ob- 
tained in price brackets suitable for 
this lower income group. 

In order to assist in this pioneering 
work, it is heartily recommended that 
CP ranges be sold on long-term pay- 
ment plans to desirable risks. 

If the gas industry can make an ap- 
preciable number of sales to the lower 
income group and can continue to 
make an impression on the higher in- 
come group, then certainly we can 
expect favorable public opinion to- 
ward our industry and its service. 


Memphis Utilities Bought 
By City of Memphis and TVA 


Arrangements have been completed for 
the purchase of the electric and gas proper- 
ties of the Memphis (Tenn.) Power and 
Light Co. by the Tennessee Valley Authority 
and the city of Memphis. The utility will 
retain one generating station and its trans- 
mission lines to Arkansas and Mississippi. 

The total cost of the properties is $17,- 
360,000, of which $15,250,000 is to be paid 
by the city and the remainder by the TVA. 
It is expected that gas rates will be cut 15 
to 18 per cent by the city of Memphis. 


Cooperation 
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Program Means Profits 


By ALEXANDER FORWARD 


Managing Director, American Gas Association 
New York, N. Y. 


1937, then vice-chairman of the 
A.G.A. Commercial Section, pre- 
sented a program for a super gas range 
he started something which should in- 
sure supremacy of gas in the fuel 
needs of the home. 
The CP range 
and the industry’s 
national advertis- 
ing programs 
stand side by side 
as the outstanding 
developments of 
the industry in re- 
cent years. Both 
must be continued 
and enlarged in 
scope because they 
are vital to the in- 
dustry’s future. 
Gas as a fuel, because of its low 
energy cost, ease of application, flexi- 
bility of use and superior combustion 
features, has an inherent advantage 
over competing fuels, especially for 
domestic use. This inherent advan- 
tage means something only when it is 
realized through the medium of the 
range, refrigerator, water heater or 
furnace as the case may be. These 
appliances in performance, efficiency, 
convenience and appearance features 
must always be the best tools on the 
market for the purpose. They can be 
and will be, if the industry’s gas com- 
panies and gas appliance manufactur- 
ers work together toward this goal. 
The CP range program has brought 
about great improvements in gas 
ranges. However, having superior 
tools is still not enough. The public 
must needs be told. The CP range and 
gas for cooking is beginning to mean 
in the public mind the peak of perfec- 
tion, superior to all competing ranges 
and fuels in respect to performance 
and convenience of cost. If we are 
successful in our advertising and pro- 
motional campaigns, soon no woman 
in a home will be really content until 
she has a CP range and she will look 
upon gas as ideal for the four big jobs. 
The industry has made a splendid 
start with the CP range. Rightly car- 
ried forward, supported by the neces- 


Wo: Hugh Cuthrell in March, 
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sary advertising and publicity, further 
developed by research, it promises 
much to both the gas companies and 
range manufacturers. Gas will be the 
domestic fuel of the future if we in 
the industry do our part. 

The CP range presents a grand pub- 
lic service, sales and promotional op- 
portunity. It is proof positive of what 
can be accomplished when all inter- 
ested factors in the industry decide to 
cooperate and actually do so. Let’s 
make the most of it. 

a 


How Home Service Can Help 
Salesmen Sell the CP Range 


(Continued from Page 23) 


the gas company. Why not have them 
armed with the latest ideas in gas 
range accomplishment? 

The next line of attack is the gas 
appliance dealers. A home service 
demonstration to these men gives them 
something new to talk about, ammuni- 
tion to refute the competitors’ story 
and the confidence that goes with hav- 
ing seen for themselves. 

The program outlined above was 
part of a promotional plan carried out 
by the Southern California Gas Co. 
prior to and during its CP range cam- 
paign. In this three months’ cam- 
paign, dealers and company salesmen 
sold some 6000 CP ranges. Since Oc- 
tober, 1938, the home service depart- 
ment has given 30-minute GP demon- 
strations to over 200 women’s groups 
in which every cooking advantage of 
the range was brought out by a simple 
and practical demonstration. 

The gas industry has spent many 
months in developing the standards of 
CP. It has spent a great deal of money 
in promoting these standards. Let 
home service interpret these standards 
by proving that the new CP ranges are 
not only streamlined babies, easy to 
look at, but they can also cook! 
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AGA Board Meets May 15-16 


The Executive Board of the American Gas 
Association will meet at the Paramount Hotel 
in San Francisco, May 15 and 16, it has been 
announced by the Association headquarters. 
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Showmanship Sells CP 
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Laclede Gas Light Believes Sales Presentation 
Demonstration Is Mere Conversation 


Without 


BIT of showmanship at the recent 

National Home Show in St. Louis 

gave The Laclede Gas Light Co. 
an idea that is paying big dividends in 
CP gas range sales. 

Evidence accumulates on every 
hand that the need 
for showmanship 
is being increas- 
ingly recognized 
by all who are in- 
terested in selling. 
With that in mind, 
George H. Schlat- 
ter, sales manager, 
and Lee A. Brand, 
manager of the 
range and dealer 
cooperative de- 
partments, drama- 
tized a CP sales 
presentation that in addition to being 
unique was both relevant and con- 
vincing. 

This was tried out at the home show 
by Mr. Brand and proved its worth by 
holding the attention of some 8000 
persons through a demonstration that 
required 25 minutes. The effectiveness 
of this demonstration and others was 
further evidenced by the fact that dur- 
ing the week of the show a total of 
$25,000 in sales was written on the 
books of the company. 


The facts were too startling to be 
ignored and the question of how to fol- 
low the idea was discussed at length 
with the result that it was decided to 
carry the demonstration right into the 
kitchen. 

Each member of the gas range sales 
force is now equipped wtih a kit con- 
taining the following sales tools: a 
modern CP top-surface burner, a piece 
of flexible tubing, a piece of rock wool 
insulation about 3 in. square, a small 
blow torch, a glass tumbler, a candle 
and a miniature broiler pan and grid. 
The latter item was made especially 
for these kits. These tools have all been 
arranged in a neat leather-bound case, 
11% in. long by 91% in. wide and 
34% in. deep. 

The success of any such selling ef- 
fort depends, of course, on the ability 


G. H. SCHLATTER 


to secure an interview or admittance to 
the home. The salesman first ap- 
proaches the question by asking for 
the advice of the prospective customer 
on a new type burner for gas ranges 
which he thinks will save her a lot of 
time and effort. A short demonstration 
of the CP burner is made, calling at- 
tention to its size and the ease with 
which it may be cleaned. The next step 
is always followed with interest as the 
salesman removes the burner from the 
old stove, connects the flexible tubing 
to the orifice spud and then to the 
specially-prepared nozzle on the new 
burner. The difference in the old and 
the new type CP burner is then ex- 
plained in more detail, with the sim- 
mer valve getting its share of the at- 
tention. To keep alive the interest in 
the demonstration, the salesman sud- 
denly switches to the glass and candle. 
He then demonstrates why pots and 
pans are sometimes smudged by hold- 
ing the candle flame against the bot- 
tom of the glass. He then explains why 
this does not happen with the new- 
type CP gas burners. In this manner 
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he is able to demonstrate the fact that 
it is not the gas that causes smudge, 
but the foreign particles clinging to 
the burner surfaces. 

The interest is sustained by the un- 
expected when, without any introduc- 
tion, he lights the blow torch. What 
now ?—Mrs. Housewife is asking her- 
self. He places in her hand the piece 
of rock wool insulation with a penny 
on top. The flame of the small blow 
torch is directed on the penny until it 
is red hot. That, he explains, is the 
type of insulation used in the ovens 
and broilers of the new CP gas ranges. 
You can see, he tells her, that not 
much heat can escape into the kitchen 
through that kind of insulation. The 
talk can go on considerably from that 
point, but before she has time to get 
her breath, he has the miniature 
broiler. This, he explains, is the new 
CP smokeless broiler development. 
Again with the candle and glass, he 
shows how it is impossible for greases 
to catch fire because of the lack of suf- 
ficient oxygen in the space between the 

(Continued on Page 62) 


Laclede salesmen all equipped and ready to go. Reading from left to right: Lehman C. 
DeMoss, John Dennehy, A. L. Wayne, W. E. Allsworth, James Owen, Otto Johannsen, 
I. S. Carter, J. E. Moody, W. Pflasterer, Al Fick, E. Klawonn, T. Dickenson, L. Wilkinson. 
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Selling the Savings Features 
Of the CP Gas Range 


(Continued from Page 21) 


2. Give the prospect a justification 
for purchase or an excuse to buy. 


What home appliance better fits that 
sales formula than the CP range? We 
have 22 super features to help us sell 
the merits of our product — we have 
savings of time, fuel and food so great 
that we can show that the CP range 
“pays for itself’ as an excuse to buy 
or justification for purchase. 

Now the gas range salesman can 
overcome the world’s most frequently 
heard sales objection of “I can’t afford 
it.” He can prove that the tremendous 
savings of the CP range actually make 
it less expensive to own one than to do 
without it. 

What income group is it that can’t 
afford to buy something which pays 
for itself out of savings? 

By the CP savings features we have 
opened the door to the world’s greatest 
immediate market ever available for 
any home appliance! 


Power Commission Requires 
Notice of Rate Cancellation 


The Federal Power Commission has an- 
nounced an amendment to the Provisional 
Rules of Practice and Regulations under 
the Natural Gas Act requiring natural gas 
companies to file with the Commission a 
notice of cancellation or termination when 
a rate schedule is proposed to be terminated 
or cancelled. Reasons for the proposed dis- 
continuance of service and provisions made 
for substitute service, if any, must be given 
the Commission at least 60 days prior to the 
date of cancellation or termination. The 
Commission also requires that notice be 
served to each party to the rate schedule. 
If negotiations are under way for a continu- 
ance of the service, a full statement of the 
plan proposed and the status of the nego- 
tiations must be filed. 


Indiana Company Purchased 
By Kentucky Natural Gas Co. 


The Kentucky Natural Gas Corp., Owens- 
boro, Ky., has recently purchased the Uni- 
versal Gas Co., of Terre Haute, Ind., ac- 
cording to an announcement made by Wil- 
liam T. Stevenson, secretary and treasurer 
of the Kentucky company. 

The Universal Gas Co. had properties in 
12 Indiana and six [Illinois communities. 
The Kentucky Natural Gas Corp. operates 
900 miles of pipe line in Kentucky and 
southern Indiana. 
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El Dorado Grants Franchise 


A franchise for the distribution of natural 
gas has been granted the Cooper Gas Co., 
San Angelo, Texas, by the city council of 
El Dorado, Texas. The company is now 
making a survey for a distribution system. 
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The Consumer Press Seeks 
Out the CP Range 


By RUTH DORRIS 
McCann-Erickson, Inc. 


IDE editorial recognition of the 

Certified Performance range in 

national women’s magazines and 
the daily press is a real tribute to a 
fine achievement and to creative genius 
within the Gas Industry itself. 

For it should be borne in mind that 
this is a decade of rapid progress, 
with a never-ending cycle of major 
and minor accomplishments on every 
hand—all commanding some attention 
from the press. 

Certainly, the CP range was evalu- 
ated as news by the Industry. But, 
that it was received as live news 
worthy of generous space by hundreds 
of editors is a frank acknowledgment 
of this range as a distinct triumph in 
industrial endeavor. 

To equipment and special feature 
editors familiar with annual develop- 
ments in the modern gas range, the CP 
range was hailed and heralded be- 
cause it was the embodiment of what 
was finest, most desirable and con- 
venient in a cooking appliance —a 
composite of the modern advantages 
of all fine gas ranges. Too, it marked 
a definite advance in skill and produc- 
tion within the industry —an angle 
which was not overlogked. 

Such editors draw a clear general 
picture of a class of appliances be- 
cause necessarily they must adhere to 
the long view and the broad perspec- 
tive in order to present that type of 
appliance correctly to their readers. 
Prior to the advent of the CP range, 
these editors emphasized the advan- 
tages of specific new features — al- 
though these were available only in 
the deluxe models produced by indi- 
vidual manufacturers. 

By those editors then, the CP range 
was welcomed. Such a desirable com- 
bination of improvements and advan- 
tages was logical and a natural evolu- 
tion. Many an editor had harbored the 
thought that an ideal range might be 
achieved by the simple arithmetic of 
adding two and two to make four in 
the matter of features. And from ob- 
servations, the CP range has proved to 
be the materialization of this ideal, 

fulfilling all expectations and estab- 
lishing an easily discernible prestige. 

If the CP range were to serve no 
other purpose than to fix that prestige 


as the quality leader in cooking appli- 
ances—it would be cause sufficient for 
its creation. And yet, psychologically, 
that prestige is bound to extend to all 
of the better modern gas ranges, and 
by the same token boost gas as tops 
in fuels. 


But the CP range has served other 
purposes. The distinctive seal now is 
recognized as the hallmark of quality 
and modernity both in construction 
and in performance. However much 
“quantity” must be relied upon to pay 
the bills, it takes five-star “quality” to 
establish and retain the lead position 
in any field of merchandising. And 
it is just as important to establish that 
lead in the mind of the press as in the 
mind of the consumer, for the one fol- 
lows the other. 

Thus far the CP range has hit the 
bull’s eye; it has made its mark, over- 
shadowing glamorous and even com- 
pelling competition. Changes pro- 
duced by manufacturers since the first 
crop of CP models point to new ad- 
vances, new improvements, new con- 
veniences, new niceties and refine- 
ments, greater skill and ingenuity in 
production—much of which will be 
extended throughout entire lines with- 
in price limitations. 

The CP range has another mission 
and one which takes time—to turn the 
tide of popular buying toward higher 
nriced merchandise. The better the 
range that is bought, the greater the 
satisfaction and, in turn, the stronger 
and more secure the lead role of the 
industry. 

Advertising of a product, stories in 
journals and the daily press, displays 
and demonstrations in display rooms 
plus salesmanship, all lead inevitably 
to that most valuable yet intangible 
publicity and buying force the world 
ever has known—word of mouth ad- 
vertising —or, the recommendation 
and praise of a product passed from 
neighbor to neighbor and friend to 
friend. That, too, takes time. What 
else than this can be said? . . . That 
the CP range is not a good range, nor 
a better range, but the best range a 
homemaker can buy, making gas, 
more than ever, the one controllable 


fuel. 
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Reviewing Local Progress 


In CP Range Promotion 


By F. X. METTENET 
Chairman, Commercial Section, A.G.A. 


ONSIDERING that the CP range 

was first generally announced less 
than a year ago, the progress made in 
local promotion of this “Cooking Mar- 
vel of the Age” 
is little short of 
phenomenal. 

The CP range 
program, one of 
the greatest coop- 
erative undertak- 
ings ever launched 
by the gas indus- 
try, is now being 
promoted in every 
section of the 
country. Localized 
activities by util- 
ity companies and 
dealer outlets are introducing more 
and more people every day to the CP 
range and what the CP seal signifies. 


A review of local progress in CP 
promotion produces some figures 
which, to a great extent, reflect this 
rapid progress made since the intro- 
duction of this new cooking appliance. 


Frank M. Houston, chairman of the 
Domestic Range Committee of the 
American Gas Association, reports 
that there have been, all over the 
United States, more than 1000 meet- 
ings of utility groups, salesmen and 
dealers, representing an estimated to- 
tal of over 35,000 merchandisers of 
CP gas ranges. 

In 12 of the largest cities of the 
United States, utility companies are 
promoting the sale of CP gas ranges 
either through their own sales organi- 
zations or through dealer outlets or 
both. 

Utility organizations serving over 
300 cities and towns in key population 
centers are actively promoting local 
CP promotion programs. 

More than 800 newspaper adver- 
tisements by utility companies have 
spread the news of the CP gas range 
to the public. Thousands of lines of 
publicity have appeared in the press. 
At the same time well over a million 
pieces of direct mail have reached gas 
company customers and prospective 
CP range purchasers. Two million two 
hundred thousand bill enclosures have 
carried the CP story and more are be- 
ing mailed daily. 


F. X. METTENET 


Two thousand showroom banners 
emblazoned the CP story; some four 
hundred window displays have effec- 
tively invited passers-by to see the 
“Cooking Marvel of the Age.” 

Two thousand six hundred utility 
and dealer salesmen now carry CP 
“sales makers” to assist them in telling 
a convincing, graphic story of this fin- 
est of all cooking appliances. In addi- 
tion to all this, numerous special pro- 
motional helps are being used inten- 
sively — buttons, balloons, penny 
banks, calendars, bridge score pads, 
blotters, showroom cards, etc. 

Gas companies representing nearly 
10,000,000 meters have put all these 
CP local promotional “sales tools” to 
work for them and it is conservatively 
estimated that over 12,000,000 gas cus- 
tomers have become acquainted with 
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the CP range through effective promo- 
tional advertising. 


All of this tremendous effort by lo- 
cal promotion ties in perfectly and is 
strengthened in effectiveness by the 
American Gas Association’s great na- 
tional advertising program reaching 
17,000,000 readers, and by the na- 
tional advertising releases of individ- 
ual CP range manufacturers. 


These figures represent tangible and 
substantial progress—a remarkable 
progress in promoting a new idea, a 
new undertaking —a venture which 
“started from scratch,” as far as pro- 
motion is concerned, less than one 
year ago. 

Much credit is due the CP regional 
and associate regional managers who, 
through their untiring efforts, have 
contributed substantially to the suc- 
cess of the CP program. 

The CP seal has linked the manu- 
facturers one to another, linked utili- 
ties among themselves, and interlinked 
the manufacturers and utilities—all to 
a common objective. Truly the CP 
seal is a symbol of an inter-industry 
promotion which will result in defi- 
nite benefits to all concerned, indi- 
vidually and collectively. 


Bureau of Mines Report Reveals 
Reduction in Explosion Hazards 


AN investigation of combustibles in 

manholes in Boston, Mass., con- 
ducted by the Bureau of Mines, United 
States Department of the Interior, 
shows a marked reduction in explosion 
hazards. The results of this survey are 
given in Report of Investigations 3433, 
“Investigations During 1937 of Com- 
bustibles in Manholes in Boston, Mas- 
sachusetts,” by G. W. Jones, John 
Canipbell, F. M. Goodwin, and W. J. 
Huff. Copies may be obtained from the 
Bureau of Mines, Washington, D. C. 


A general survey of the constituents 
present in manholes during the year in 
which the survey was made showed 
two general types of contamination: 
(1) gases containing hydrogen, car- 
bon monoxide, illuminants, and meth- 
ane, usually due to manufactured gas 
that had found its way into manholes 
from leaks in gas mains and services, 
and (2) gases that contained abnor- 
mally high percentages of carbon 
dioxide, varying amounts of methane, 
and low percentages of oxygen, termed 
“soil” gases. 

During the year 1937, 12,906 tests 
were made in manholes of the Boston 


Edison Co. and 3447 in manholes of 


the New England Telephone & Tele- 
graph Co., a total of 16,353 for the 
year. The tests were conducted along 
the general lines followed in similar 
previous surveys in Boston. The same 
type of detector and the same test pro- 
cedure was used, and the samples taken 
for complete analysis were shipped to 
the Central Experiment Station of the 
Bureau of Mines at Pittsburgh, Pa. 
Results obtained in manholes of 
both the Boston Edison Co. and the 
New England Telephone & Telegraph 
Co. during the year showed a sub- 
stantial decrease in explosion hazards. 
Contamination from more than one 
source was not uncommon, and often 
there was no sharp dividing line be- 
tween the two classes of contamination. 
In previous years, gasoline and other 
hydrocarbons of a similar type were 
found in a few of the manhole atmos- 
pheres; however, during this survey 
none of these hydrocarbons was found. 
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Uehling, Neb., to Have Gas 


The Peoples Natural Gas Co. of Omaha, 
Neb., has been granted a franchise by the 
village of Uehling, Neb., for the distribu- 
tion of natural gas to the community. 
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PROMOTING THE CP RANGE 


(Notes in Brief on Some Utility Campaigns) 


The Gas Service Company, Kan- 
sas City, Mo. Serving approximately 
150 towns in its distributing area, The 
Gas Service Co. has “gone CP” in no 
uncertain manner. , 


To acquaint the operating personnel 
with CP ranges, shop meetings—eight 
in all—were held throughout the entire 
territory. Ranges were set up in these 
meetings and the advantages of CP ex- 
plained, with special demonstrations of 
the oven lighters. 


The home service personnel is ac- 
tively engaged in CP promotion, and 
this new “Cooking Marvel of the Age” 
is being introduced to all the schools 
in the area. 

At several key points Better Homes 
shows have served as a means of intro- 
ducing CP ranges to the public (see 
“G AS Camera,” page 22). 


In January, 166 outdoor posters ex- 
clusively on CP appeared in Kansas 
City, while 66 newspapers throughout 
the area carried the story to thousands 
of readers. Twelve full-page newspaper 
advertisements, featuring 12 points of 
gas superiority in connection with CP 
ranges, were included in this “news 
broadcasting” campaign. Each point 
was covered in a separate advertise- 
ment thus: gas (1) is more modern, 
(2) faster, (3) more accurate, (4) 
broils best, (5) ovens are ventilated, 
(6) is cleaner, (7) reduces the food 
shrinkage, (8) preserves food flavor, 
(9) is more dependable, (10) is more 
healthful, (11) is safer, (12) is more 


economical. 


According to C. C. Young, regional 
manager of CP Region No. 13, an in- 
tensive May sales drive is planned ‘on 
CP ranges. All advertising and promo- 
tion will stress the advantages of auto- 
matic oven lighting as well as the many 
other strong CP selling points. 


Public Service Electric & Gas 
Company, Newark, N. J. On Febru- 
ary 6, 7, 8 and 9, this company sent 
out 140,000 folders, “Modern Kitchen- 
eering,”’ a regular customer publica- 
tion, devoting the entire center spread 
of the issue to how the CP range saves 
time, fuel, and food. Public Service has 
made numerous other mailings on CP 
ranges, including broadsides, bill en- 
closures, hand-out pieces, and other 


promotional material. Special news- 
paper copy is also included in the CP 
program of this aggressive organiza- 
tion. 


Michigan Consolidated (Gas 
Company, Grand Rapids, Mich. 
This aggressive company was among 
the first to enter the CP promotion 
program. Says Wallace M. Chamber- 


HOW IS THE CP range campaign 
“going over’? What are the utility 
companies and dealers doing to pro- 
mote the sale of this “Cooking Marvel 
of the Age”? 


The “digests” on these two pages 
are given as examples of but a few of 
the many local CP activities and plans. 
They serve to indicate why the CP 
program is achieving such rapid and 
widespread success. 


GAS regrets that space in this is- 
sue does not permit a more elaborate 
treatment of these aggressive local 
programs, nor the reproduction here 
of the many advertising and promo- 
tional materials which are being util- 
ized so effectively.—Editor. 


lain, assistant sales manager in charge 
of domestic sales: 

“Since last August we have been 
constantly promoting CP ranges. They 
are continuously on display on our 
sales floor and are being advertised 
through the newspapers. At present 
(February) we are conducting a cam- 
paign in which our salesmen are re- 
ceiving a $2.00 bonus for the sale of 
each CP range, in addition to their 
regular commission. 

“CP ranges grace all of our model 
kitchens in the home service depart- 
ment and are featured daily in “Mrs. 
Modern and Mrs. Antique,’ a skit which 
is presented to women’s clubs holding 
card parties, etc., in our home service 
auditorium. 

“Frank Decatur White will demon- 
strate CP ranges before women’s gath- 
erings in March. We also will hold CP 
meetings, one for employes and one for 
dealers and dealer salesmen, in March. 

“We are consistently promoting CP 
ranges throughnewspaper advertising.” 


San Antonio Public Service 
Company, San Antonio, Texas. 
This organization last year conducted 


an extensive CP gas range campaign 
as a dealer cooperative activity which 
included newspaper and radio adver- 
tising and a consumer CP range con- 
test in which entrants were required to 
complete in 50 words or less the state- 
ment: “I'd like a Certified Performance 
Range in my kitchen because . . .” 


In 1939 San Antonio Public Service 
will continue its extensive CP promo- 
tional activities. CP ranges are now 
being featured in home service demon- 
strations and sales floor displays, and 
special drives are planned for summer 


and fall. 


Pacific Gas and Electric Com- 
pany, San Francisco, Calif. Gas 
industry activities in Northern Calli- 
fornia at present are almost completely 
dominated by CP range promotion. In 
fact, this CP story has so thoroughly 
predominated that it has almost as- 
sumed the proportions of the tail wag- 
ging the dog. 

Gas Appliance Society of California 
is stepping out with a super-campaign 
designed to make every Northern Cali- 
fornia housewife acutely aware of the 
significance of “Certified Perform- 
ance.” 

According to A. C. Joy, publicity 
manager, $30,000.00 was spent in 
the 10-day campaign March 15-25 in- 
clusive, with heavy newspaper sched- 
ules, radio broadcasts, cash prize con- 
tests, display cards, publicity and mat 
service for publications, movie slides, 
and folders for distribution by sales- 
men, all telling the same CP story. 


The slogan of the campaign, “Mar- 
vel of the Age,” will be carried through 
all dealer and utility advertising as 
well as that of the Society. 

Introduction of the campaign was 
preceded by convention of the Gas 
Appliance Society held at the Western 
Merchandise Mart in San Francisco on 
Friday, March 10. A convention hall 
crowded to capacity testified to the en- 
thusiasm and interest of the Northern 
California dealers, utilities, and manu- 
facturers. 


Republic Light, Heat & Power 
Company, Buffalo, N. Y. A “must” 
for the sales organization of this com- 
pany is that every range of $100 or 
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more sold has to be CP, according to 
George Scofield, general sales manager 
of the East Republic Group. 

Part of the CP promotion plans in- 
clude an attractive booklet for use in 
outside contacts by salesmen and the 
home service personnel. Telling the 
entire CP story in a logical step-by-step 
manner, the booklet is amply illus- 
trated. Space is provided for “person- 
alizing” it by a line on the cover where 
the salesman writes in the prospect’s 
name and, on the back, another space 
where the salesman writes his own 
name as “Presented by.” To further 
insure that the prospect keeps the book- 
let, new and appealing recipes are 
printed on the back cover. 


The Manufacturers Light & 
Heat Company, Pittsburgh, Pa. 
“It is our intention to push CP ranges 
to the fullest possible extent in 1939,” 
says W. L. Hutcheson, merchandise 
sales manager. “There is no question 
in our mind but that gas is the ideal 
fuel for any cooking purpose. 


“Every customer in the gas industry 
should be given an opportunity to se- 
cure this new equipment. It is our 
intent to have salesmen call on each of 
our customers and not only explain 
the advantages of this new equipment, 
but leave literature for them to digest 
later. We intend to inform these cus- 
tomers that there now is cooking equip- 
ment, represented by the CP ranges, 
equal in quality to the fuel.” 


Northern Indiana Public Ser- 
vice Company, Hammond, Ind. 
“In my opinion the industry cannot 
place too much promotion behind CP 
activity,” says J. C. Sackman, general 
sales manager. 

“We feel that we have made satis- 
factory progress in CP promotion, em- 
ploying newspaper advertising, outdoor 
posters, direct mail pieces supplied by 
the A.G.A.E.M. In various gatherings, 
our salesmen have been thoroughly in- 
troduced to the CP story.” 


Consolidated Edison Company 
of New York, New York, N. Y. 
“We do not directly merchandise gas 
ranges,” says Nils T. Sellman, assist- 
ant vice-president, “but do take orders 
on our floors which are transmitted 
to the manufacturer or distributor of 
these ranges displayed in our show- 
room. Our display is entirely limited 
to CP ranges, and to awaken public 
interest in this development we have 
appropriate floor and window displays, 
display cards and truck posters.” 


San Diego Consolidated Gas & 
Electric Co., San Diego, Calif. 


According to word received from For- 


rest M. Raymond, superintendent of 
advertising, the company has been ac- 
tively merchandising the CP models for 
some time, having completed two spe- 
cial campaigns which ran during Oc- 
tober and November, 1938, and is cur- 
rently carrying on still further CP 
activities in a campaign which has as 
its focal point a picture of the CP em- 
blem combined with the phrase “Your 
Guarantee of a Modern Gas Range.” 


The Brooklyn Union Gas Com- 
pany, Brooklyn, N. Y. “Customer 
interest and desire were aroused 
through the intensive promotion we 
gave the CP range last fall,” says Hugh 
H. Cuthrell, vice-president in charge 
of sales. “We were aided by a well- 
informed employe body spreading the 
CP story and a trained, confident and 
capable sales staff proving the superi- 
ority of CP ranges. 


“A newspaper advertising campaign 
was supplemented by striking window 
and floor displays . . . eye-catching 
billboards throughout our territory... 
appealing monthly Newsettes to our 


customers . . . helpful home service 
lectures ... and attention-getting direct 
mail. 


“We sold a large number of CP 
ranges then. We got the public anxious. 
Yet we emphasized to our entire per- 
sonnel that our promotion was not for 
one, two, or three months. It was a 
permanent campaign for the remainder 


of 1938 and all of 1939. 


“We are not today doing the inten- 
sive promotion of last fall. We are 
following up that work with a steady 
campaign. We highlighted CP in 1938 
to dramatize this new range and get 
public attention. Today we are plug- 
ging for sales and capitalizing on that 
work through regular, steady promo- 
tion. 


“This year we have called attention 
to CP ranges through floor and window 
displays, direct mail, home service, and 
an aluminum set offered for old ranges. 
Highlighted in this promotion for the 
first quarter were two series of cook- 
ing schools supplementing our regular 
home service classes. These schools 
were held in local theatres, customers 
paying to see the motion picture and 
attend the cooking demonstration. The 
first series consisted of six lectures and 
attracted such favorable comment that 
a second one of five demonstrations 
was held in another theatre.” 


Rochester Gas & Electric Cor- 
poration, Rochester, N. Y. This 
company handles CP gas ranges exclus- 
ively, according to Walter G. McKie, 
director promotional sales, and all 
their CP ranges are equipped with 
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electric ignition for ovens and broilers. 
Their big CP campaign is scheduled 
for September. However, a concen- 
trated sales activity on CP ranges is 
in effect this spring, the special induce- 
ment being a set of aluminumware as 
a trade-in on the old range. In two 
weeks, 62 CP ranges were sold. Around 
the beginning of April, a special meet- 
ing of Rochester dealers has been 
called, at which the speakers will be 
Frank M. Houston, chairman, A.G.A. 
domestic range committee, and R. 5. 
Agee, sales promotion manager of 
A.G.A.E.M. In addition, special service- 
training schools for plumbers and re- 
tail outlet servicemen will be held. 


Boston Consolidated Gas Com- 
pany, Boston, Mass. CP was an- 
nounced in Boston with a “theatrical” 
advertising campaign in Boston news- 
papers showing a chorus girl drawing 
back a stage curtain from a CP range. 
General theme of the campaign was 
“First Showing of the Sensational New 
CP Production, the Range of Tomor- 
row.” 

This same approach was used for 
window displays in our various stores, 
with a blue drape half concealing the 
CP range. Many other media were of 
course used in this campaign, including 
CP banners, streamers, floor sets and 
truck posters saying “CP — What Is 
at” 

Since this announcement series our 
monthly house organ and other adver- 
tising strongly repeat the CP idea. An 
entirely new campaign, to be known as 
the Spring Showing of new CP models, 
started March 27. Newspaper adver- 
tising features humorously the incon- 
veniences families encountered before 
they purchased CP ranges, and the ad- 
vantages they enjoyed after purchase. 
Floor and window sets are decorated 
with flowers into which comic faces 
have been designed gazing toward the 
newest CP models. 


Oklahoma Natural Gas Com- 
pany, Tulsa, Okla. “So far, our CP 
advertising has passed through three 
stages and is about to enter upon a 
fourth.” writes H. Vinton Potter, mer- 
chandise sales manager. “These stages 
are as follows: first, the preliminary 
introduction to dealer; second, cooper- 
ative: third, sustaining; and fourth, 
tie-in with our own 1939 Round-Up and 
the American Gas Association cam- 
paign. 

“Early last fall, we decided that all 
the money which we would normally 
spend in connection with the numerous 
fairs held in Oklahoma, in which we 
participate, would be devoted to the 
introduction of the Certified Perform- 

(Continued on Page 78) 
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pring Parade of CP Gas Ranges... 
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SUPER DELUXE “SHEFFIELD” ROPER 


For 1939 Roper has stepped out with an 
even more complete line of CP gas ranges 
than that which “sparkled with individuality” 
during 1938. Every Roper model except two 
small promotional numbers may be secured 
with the CP seal. The Super DeLuxe “Shef- 
field” shown offers the patented staggered 
burner top, large extra-capacity roll broiler 
equipped with Astrogril, famous one-piece 
Turret top, Simmer-Speed top burners, and 
many other sensational refinements. Super 
DeLuxe Ropers offer four, six or eight top 
burners in several varied arrangements. 


TAPPAN NO. CPVD-29 


Embodying Tappan’s original divided top 
design and equipped with the “Visualite” 
oven with glass window in door, electric in- 
terior oven light, “peek” switch in right com- 
partment and easy-to-clean chromium and 
oven door linings, this range is also available 
with Grayson oven clock control and equip- 
ped with an electric convenience outlet, opal 
glass electric lighting and the Tappan “Visi- 
guide” — a ready-running index for time and 
temperature cooking. It has flush-to-wall de- 
sign and a black ebonite toe cove base. 

Dimensions: Width, 42 in.; overall height, 
49 in.; oven size, 18x19x15 in. 


WEDGEWOOD DELUXE NO. 4385-OT 

Equipped with a divided cooking top with 
ample working space in center, this Wedge- 
wood model is available with a folding cover 
top which when raised does not cover the 
clock and condiment set. Another convenient 
feature is the waist-high smokeless Astogril 
aluminum rotoe disc broiler. It introduces 
smart new styling with flush-to-the-wall con- 
struction, recessed solid base, rust-proof por- 
celain finish and streamlined backguard and 
vent. The smooth porcelain finished sectional 
top has bowl-shaped reflectors, conserving 
heat and catching spillage. 


em 
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MAGIC CHEF SERIES 4000 


Strikingly modern, all adjustments can be 
made from the front. Can be placed flush 
against side walls or buiit-in cabinets. New 
features include exclusive swing-out broiler, 
high-speed oven and new super-duty greater 
speed and heat spread top burner. All valves 
controlled by new  precision-manufactured 
Hi-Lo gas valve. Streamlined base inset for 
toe room. Has all other Magic Chef features 
— Red Wheel oven regulator, automatic top 
lighters, three-in-one non-clog top burners, 
sanitary high burner tray, thick insulation, 
full procelain enamel, electric light, timer, 
and condiment set. 
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UNIVERSAL “OXFORD” 


With and without cover tops, and styled in 
keeping with the modern tempo, the Uni- 
versal “Oxford” CP model offers a spacious 
cooking top with one giant and three stand- 
ard burners; in-a-drawer broiler with Savory 
smoke-proof broiler grid; oven chime auto- 
matic oven heat control; large precision-built 
oven and broiler burner; two large service 
drawers on roller bearings; one-piece work- 
ing top; massive reinforced skyscraper angle- 
iron flush-to-the-wall frame construction. 

Dimensions: Width, 44% in.; cooking top 
height, 36 in.; oven size, 20x18x14 in. 


DETROIT JEWEL-GARLAND 
Illustrated is one of the many CP ranges 
manufactured by Detroit-Michigan Stove Co. 
Multi-Temp and Flex-Heet top burners; 
chrome finish pans around top burners; fold- 
ing cover tops; full-size, one-piece Even- 
Temp ovens in porcelain finish; sanitary re- 


movable oven bottom trays; drawer-type 
Fla-Ver-Seal broilers; smart lamps, time re- 
minders and condiment sets, are a few of the 
many features found on these ranges in addi- 
tion to the now famous time-saving, fuel- 
saving and food-saving CP features. 
Dimensions: Width, 43% in.; height to 
cooking top, 36 in.; oven size, 18x20x14 in. 
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HARDWICK CP 


The Efflex top burner is a patented and 
exclusive Hardwick product, being made in 
one-piece cast-iron with round slotted port 
producing a perfect ribbon flame with a high 
thermal efficiency rating. The cast-iron burner 
braces add further strength and rigidity to 
the Hardwick, in which cast-iron is liberally 
used for sturdy construction. Oven linings 
are recessed without any exposed runners or 
sharp edges. Concenient features are the re- 
movable cooking top section with sanitary 
wells and easily removable manifold panel 
for burner adjustment. 


CROWN “CRYSTAL” NO, 493-CP 


A deluxe divided top range with extra 
large oven and broiler. Embodies such ad- 
vance features as pedestal base, flush-to-the- 
wall construction, extra heavy insulation and 
speedy-simmer top burners. Two extra large 
utensil drawers. Although with divided top, 
the center section is hinged and can be lifted 
to use the black porcelain enamel center 
work top for easier food preparation. Op- 
tional electric lamp; electric clock and timer 
and condiment set; black, red and blue 
handles. 

Dimensions: Width, 44 in.; height with 
tops open, 60 in.; oven size, 18x20x14 in. 


ing Perfection 


L. & H. “CLAREMONT” 


The “Claremont” in white porcelain enamel 
with chromium trim is designed to combine 
convenience of use with attractiveness. It has 
several plus values, including built-in top 
griddle centered with two burners on each 
side; improved griddle burner with auto- 
matic lighter; separate broiler compartment 
with smokeless chrome rack and porcelain 
enameled pan; safety gas cock on oven and 
broiler; oven door on bearings; and is de- 
signed to fit flush against the wall. 

Dimensions: Width, 38% in.; height over- 
all, 43 in.; oven size, 16x19x14 in. 


NORGE GR-77 


Three standard and one giant high-speed 
super-concentrator burners with aluminum 
reflecto-plates, automatic top burner lighter, 
one-piece acid-resisting porcelain enameled 
cooking top with burners on left end, porce- 
lain enameled tank type oven and broiler 
lining with pressed rack guides and remov- 
able oven racks, low heat Modi-Fire oven 
burner, automatic oven lighter, oven heat 
control, full rock wool insulation; one roller- 
bearing utensil drawer, Handi-Hi broiler with 
smokeless grill, automatic broiler lighter, 
full-automatic clock, electric lamp, two condi- 
ments. 
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With Gas... 


ESTATE NO. 615-CP 


This range is said by the manufacturer to 
be a brand-new conception in gas range de- 
sign. Attention is especially invited to the 
massive appearance of the “triple-thick” cook- 
ing top, the unique design of the mantel 
back. Equipment includes large bake oven, 
waist-high drawer broiler, Grid-All, utensil 
compartment with a plate-warming burner, 
utensil drawer, electric light in oven, interval 
timer and electrical convenience outlet in 
mantel back. 

Dimensions: Width, 38% in.; cooking top 
height, 36 in.; oven size, 16x21x13 in. 


ACORN-ORIOLE-VULCAN NO. 2513-CP 


Special attention is called to the divided 
center top, having all the advantages of side 
and divided tops. Burners are spaced wide 
apart.A special feature of all SGE CP ranges 
is the warming closet with a small burner, 
keeping food and plates hot together. Note 
the insulated thrift cooker supported on a 
folding shelf, automatically centering the 
cooker over the warming closet burner when 
top is closed. This gives the advantages of 
deep well cooking, leaving all top burners 
available. 

Dimensions: Width, 37 in.; oven size, 
16x19x14 in. 
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Here’s CP Efficiency and Economy 
combined with a Brillia nt Outwa rd Appea rance 


| that’s the 


TALK of the 
INDUSTRY! 
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HESE new 1939 De- 

troit Jewel and Gar- 
: land ranges not only live 
up to the extremely, high 
standard of performance 
established for CP 
ranges; they also have 
the distinction of leading 
| the industry in styling and 
| in specific features. Their 
consumer appeal has 
been proven by a steadily increasing stream 


High, wall-protecting backguards; flush cook- 
ing tops; deep well-rounded front panels; heav- 


| of orders; and that is the best assurance ily. ‘neue, codieatbeiiieed folding cover 
| °if: tops; round-cornered chrome finished burner 
} you Sen have that these brilliantly modern pans; counter-balanced, heat-retaining oven 
; ranges will sell for you too. doors; roller-bearing utility drawers; enclosed 


recessed bases; automatic safety oven lighters; 
faster, more economical oven burners; faster, 


Send for catalog and complete informa- more economical top burners; audible oven 
tion covering the new Detroit Jewel and heat controls; new, double-action broilers: new 
time reminders, lamps, and condiment sets of 

Garland Ranges. ultra-modern design. 


DETROIT-MICHIGAN STOVE CO. @ DETROIT 
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WRITE TODAY FOR FREE 
COPIES FOR YOUR STAFF 


Photograph courtesy Ovingtons 
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PUTS ITS SHOULDER TO THE WHEEL 


Behind the CP Range program a united industry drives toward a common 
goal, extending more and more widely, in the face of powerful competitive 
claims, an appreciation of the magic of modern gas cookery. 

Range manufacturer, accessory manufacturer and gas company -—the 
nerve and sinew and muscle of this industry — have cooperated to bring gas 
to the highest point of perfection ever attained by a cooking fuel. They have 
cooperated not only with intelligence but with enthusiasm. 

Robertshaw has been proud to participate in this great movement. Always 
a pioneer in the forward march of the industry, Robertshaw has steadily 
worked to improve its facilities, its processes, its products. It has kept the public 
informed, by advertising not only its own improvements but those of the in- 
dustry at large. To the American homemaker it has sold better cooking, more 
economical cooking, greater leisure and the new freedom from drudgery. 

Today as in the past, Robertshaw points the way to progress for its branch 
of the industry, leads on with all its energy to new heights of success for gas- 


fired cooking equipment. 


ROBERTSHAW 


THERMOSTAT COMPANY 
YOUNGWOOD - PENN 


Fe FIP FOR YOUR SALESMEN! 
FOR YOUR SALES! 
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-- America’s Finest Cooking Equipment 
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QUALITY CORONATION NO. E-4950 


Presenting the outstanding range of the 
Queen Quality group, the Royal Family of 
Rangedom. It’s all range — six burners, two 
ovens, two broilers, symmetry styling, Quiltex 
insulation, Unitop. Five standard, one giant 
Speed-Simmer burners. Automatic top light- 
ing. Two High-Eff ovens, two Chim-O-Stat 
oven controls, oven flue diverter, two auto- 
matic Ovenlites, two High-Eff broilers with 
drop front glider drawers, two cast aluminum 
broiler grills, accessory ensemble, folding 
coverall (full length), flush-to-wall design, 
toe-space base. 


FLORENCE NO. 7531 


This balanced-design model has one giant 
and one standard ring-type Focused Heat 
burner at each end of the range; each is 
equipped with “high - low - simmer” control. 
Burners are concealed by sliding covers when 
not in use. The rock wool insulated oven has 
Robertshaw automatic oven heat control, 
automatic lighting, non-tipping oven racks, 
and automatic interior oven lamp. Beneath 
the oven is an insulated slide-out broiler with 
aluminum smokeless broiler pan and ball- 
bearing rollers. Other features include auto- 
matic top burner lighters, electric clock and 
two-hour timer. 


BUCK’S NO. 590 


Low smokeless broiler and _built-to-wall 
back guard. Two insulated lid tops. Minute 
minder standard equipment. Clock and lamp 
optional. Speed giant burner and all top 
burners porcelain enameled with Hi-Lo flame. 
New oven design, heavy rock wool insulation. 
Heavy streamlined hardware with chrome in- 
serts. One-piece easy-to-clean porcelain enam- 
eled seamless top over entire range. Heavy 
cast-iron porcelain enameled base. Standard 
finish white. 

Dimensions: Width, 41 in.; depth, 28 in.; 
height with lamp, 2 in.; oven, 16x14x19 in. 


GLENWOOD 


New Glenwood gas ranges, designed for 
New York World’s Fair exhibition, offer 
every progressive gas cookery advantage in 
styling, performance and dependability. Glen- 
wood’s new 1939 line features CP perform- 
ance, back-to-the-wall construction, dual- 
thrift center economy burners, Television 
automatic heat control, real heat-holding in- 
sulation. Double-searing, smokeless broiling. 
Clock reminder and 45-degree flue products 
converter to protect the walls and the person 
using the range. A variety of models is in- 
cluded in the Glenwood line, ranging from 
mass production styles to large deluxe. 


MIDLAND “GREAT STATES” NO. 469 


In addition to its regular 22 CP require- 
ments, a unique feature of the “Great States” 
is its retained heat oven, made possible 
through patented Thermowell construction. 
Complete heat retention is claimed. Another 
exclusive feature of the Midland “Great 
States” No. 469 is the optional use of a 
stainless steel top and backguard. Other 
features are the elevated broiler, tipless oven 
racks, a high-speed “roll-away” smokeless 
broiler, and efficient large griddle. 

Dimensions: Width, 38 in.; height to cook- 
ing top, 36 in.; oven size, 16x20x144% in. 


A. B. NO. 5006-CP 


Three dual Speed-Simmer burners, one 
giant dual Speed-Simmer burner; automatic 
top lighting, automatic oven lighting; oven 
modernly insulated with fibreglas; automatic 
oven heat control, with safety oven valve; 
heavy chrome non-tip racks and runners; por- 
celain enameled cast-iron individual grates; 
porcelain enameled burner bowls, easy to 
clean and remove; ball-bearing pull - out 
broiler with aluminum table service broiler 
pan; two storage compartments, -one fitted 
with towel rack and one with utensil drawer; 
two drop-in-back cover tops. White porcelain 
enamel finish with chrome hardware. 
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ME HELP YOU B 


“,....-1 don’t want to sel/ you anything, Madam. I want to help you 
buy. —Now cleanliness and absolute sanitation is the first essential 
in any appliance. Then you want it attractive—beautiful. And certain- 
ly you want it durable and efficient. .... Well, the one finish that will 
give you all those things—that will never fade—never lose its luster— 
never stain (even from a lighted cigarette)—never mar under house- 
hold usage, is porcelain enamel. And it is as easy to clean as a saucer. 


“See that LUSTERLITE label pasted there? It says: ‘TO 
CLEAN: Merely wash with soap and water. No other 
care required to retain this lifetime lustrous finish.’ 
... And this LUSTERLITE porcelain enamel is the very 
finest obtainable. Leading appliance manufacturers in 
all fields use it constantly because they know it to be 
the standard of excellence in porcelain enamel.” 


Nate ¢ Ifthe appliances you sell aren't already carrying the 
LUSTERLITE label—ask your supplier to give you this sales 
help. The more LUSTERLITE porcelain enamel on the appli- 
— you sell the more profit through customer satisfaction 
or you. 


‘5 


This LUSTERLITE label, with its in- 

structions for finish care, assures 

the customer of quality and you 
of easier sales. 


CHICAGO VITREOUS ENAMEL PRODUCT CO. 
1405 SOUTH 55th COURT i: 


CICERO, ILLINOIS 
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GAS RANGES 


The brilliant array of ROPER CP Gas Ranges 
leads the way in new sales opportunities! With 
a model and size for every possible individual 
need, ROPER offers a degree of personalized 
sales appeal never before attained. Every ROPER 
Gas Range (excepting the “Cadet”. and the 
‘Rangette }) is available with the'CP seal of Certi- 
fied Performance. ROPER offers 102 individual 


CP models — more than any other manufacturer. 


Sales resistance bows to the ROPER galaxy of 
refinements. Here is one unified line of gas 
ranges that includes every popularly accepted 
feature developed in the gas range industry — 
the culmination of decades of improvement, now 
available for every home, every purse, every 


situation. Today's answer to every cooking need, 
is, in one word— ROPER! 


GEO. Je <i . ER smooRaTON : 


ng GENERAL SALES OFFICE AND PLANT: ROCKFORD. NL as 


ROPER RANGES ARE IDEAL FOR USE WITH ANY TYPE OF GAS, INCLUDING BOTTLED GAS —___ 
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The Trylon and Perisphere, theme figures of 
the New York World's Fair which commemo- 
rates the 150th anniversary of the inaugura- 
tion of George Washington as first President 
of the United States. 


AS will be advertised more spec- 
tacularly and in a more extensive 
manner than ever before at the 
New York World’s Fair. 

That was the statement made many 
months ago when the great New York 
exposition was in its early formative 
stage. That is the statement that can be 
now verified by any visitor to the 
World’s Fair. 

Gas fuel completely dominates the 
New York World’s Fair. It will make 
a definite impression upon the millions 
of visitors. It will perform a splendid 
job of public relations as well as sell- 
ing our service effectively. It will dem- 
onstrate its essential part in the world 
of tomorrow . . . its necessity in the 
domestic, commercial and industrial 
fields. 

Throughout the fair grounds gas will 
be used for a variety of purposes. Its 
carefree automatic features, its flexibil- 
ity, its modernity and its dependability 
have definitely impressed the fair off- 
cials who have used every means to 
present a perspective of the world of 
tomorrow to visitors. And gas has 
been selected as the essential fuel in 
the world of tomorrow. 

In model houses . . . in restaurants 

. in lunch stands . . . in industrial 
process work . . . in spectacles . . . in 
practically every method of using fuel 
—gas has been chosen. 

That is an accomplishment which 
will have lasting results. It will prove 


The Gas Industry-- 


Invites the People of the World 


To Visit Its Spectacle of Flame 


and Service at the New York Fair 


to the American housewife, business 
man, engineer and industrialist that 
gas is the most modern fuel. It trans- 
forms gas, just as the fairy godmother 
changed Cinderella, from a darn good 
and dependable fuel into one which 
possesses all its fine old qualities but 
now has the glamour of a present day 
debutante. 

Tomorrow and in future years 
America will have a new slant on gas 
fuel. Torn away will be the cobwebs 
painted over it by competitors. Shed 
will be the old fashioned dress which 
was so magnanimously cast on it by 
others. It has capitalized on the op- 
portunity provided by this year’s 
breathtaking international exposition 
and emerges as the glamour fuel of the 
twentieth century. Romance has come 
to gas. 

Achieving this dominant position 
was not easy. Yet, somewhat after the 
manner of Julius Caesar with Britain, 
we saw our opportunity, we came to 
the fair and we conquered. And that 
conquest means something to every gas 
man in the country. Every gas utility 
will benefit unless it falls asleep. 

At the outset it was realized that 
the World’s Fair presented an excep- 
tional opportunity for any industry 
possessing vision, intelligence and the 
will to progress. Our leaders had these 
qualities. They did not allow them- 
selves in analyzing this opportunity 
to be hamstrung by outmoded ideas, 
by a wait-until-we-see-what-happens 
philosophy or by unreasonable fear 
masquerading as caution. 

They saw the opportunity. They 
realized their duty as leaders. They 
acted. And gas as a result has tri- 
umphed at the World’s Fair. 

To achieve this goal efforts were 
made along two lines. One was design- 
ed to present an attractive and effec- 
tive exhibit which would acquaint mil- 
lions of people at the fair with the true 
story of gas. The other was to sell gas 
to the fair corporation and to the gov- 
ernmental and private exhibitors. 

The job of selling was undertaken 


locally but with the cooperation and 
support of the industry. How effective 
that job has been performed may be 
gaged from the fact that a year and a 
half ago the fair officials, in line with 
their policy of presenting the theme of 
“building the world of tomorrow” 
selected gas as the fuel for cooking, 
water heating and space heating. This 
decision meant that all buildings erect- 
ed by the fair corporation and all per- 
manent buildings designed to remain 
standing after the conclusion of the 
fair would use gas for these purposes. 

This action has had a vital effect. 
It has impressed exhibitors throughout 
the nation. It has given evidence to the 
claim that “if it’s done with heat, it 
can be done better with gas.” It defi- 
nitely stamped gas as the fuel for the 
world of tomorrow. It has enabled our 
industry to sell gas for practically 
every process in the exhibits through- 
out the World’s Fair. Certainly we 


George Rector, famous restaurateur 
and authority on food, who will be offi- 
cial host of the gas exhibit. 
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By HUGH H. CUTHRELL 
President, Gas Exhibits, Inc. 


never before had such a glorious 
achievement. 

We may also take exceptional pride 
in the fact that gas lighting will play 
such an important part in the World’s 
Fair. There will be three major uses 
of gas for illumination—street light- 
ing, flares and spectacular fountain 
displays. This latter use will be the 
most spectacular utilization of gas fuel 
ever made. It will impress visitors 
with the tremendous power of our fuel 
and with its flexibility. 

In addition to the promotion which 
gas will receive through the volume 
used and the variety of uses at the 
fair our industry will also present gas 
through means of an attractive exhibit. 
To create and stage this fine and effec- 
tive exhibit has been the task of Gas 
Exhibits, Inc., and it has fulfilled its 
obligations in a splendid manner, hav- 
ing had the honor of being the first 
private exhibit to have had its plans 
approved and of having been the first 
exhibitor to break ground for its build- 


ing. This resulted in considerable pub- 


licity for our industry in newspapers, 
magazines, motion picture newsreels, 

The gas industries building occupies 
more than two acres adjacent to the 
main Shelter Building and near the 
Perisphere and Trylon, which form the 
theme center of the exposition. The 
building, which is enhanced by at- 
tractively landscaped grounds, con- 
tains 30,000 sq. ft. of exhibit space 
for displays and demonstrations. 

“A triumph in modern expositional 
architecture” is the designation given 
to the majestic “Court of Flame” which 
will be the focal point and main en- 
trance to the gas industry’s building. 
As one stands gazing at this spectacu- 
lar entrance he will be caught in the 
pattern of fantastic and modernistic 
effects cast upon that section of the 
fair grounds from the ribbons of flame 
of constantly changing color which 
will rise up from the Court of Flame 
high into the evening sky forming giant 
beacons visible for miles to New York 
and environs. 

These giant flames will rise from 
the four 90-ft. pylons which surround 
the Court of Flame. In the center of 
this inspiring entrance will be a 1000 
cu. ft. cube balanced on one point 
with a huge flame projecting vertically 
from its apex. Out of this cube will 


gush a towering gas torch which, by 
air control and the addition of cer- 
tain chemicals to the fuel, will create 
constantly changing color ribbons. 
The pylons and the center torch will 
use approximately 12,000 cu. ft. of 
gas per hour. 

The landscaped grounds surround- 
ing the gas industry’s building will be 
illuminated by incandescent mantle 
type gas lamps and gas torches stand- 
ing 12 ft. above the ground. These 
will resemble the Olympian urns of an- 
cient Greece and will burn spirals of 
wide yellow flame. Each will consume 
about 600 cu. ft. of gas. In order to 
provide a constant source of attrac- 
tion the burner groups within the 
Court of Flame will be actuated by 
timing devices to give variety of char- 
acter to individual flames. 

For the first time in the history of 
the industry, gas lighting will be re- 
cessed in ceiling fixtures, none of 
which will hang below the level of 
the ceiling. A ringlike roof encircles 
the Court of Flame which is open to 
the sky, and in this roof will be re- 
cessed four architecturally designed 
gas burning fixtures 40 in. in diameter. 

In a tree-shaded patio close to the 
Court of Flame will be an exhibit 
which will attract the attention of Mr. 
and Mrs. America. It is the All-Ameri- 
can home, a house of tomorrow for the 
typical family of our nation from the 
moderate income group. 


Hugh H. Cuthrell. president of Gas 
Exhibits, Inc., and Helen Koues, direc- 
tor of Good Housekeeping Institute, are 
shown going over plans for “Home- 
wood,” the all-gas, Good Housekeep- 
ing Home which will be a feature of 
the gas industry's World's Fair exhibit. 


This house represents the viewpoint 
of a noted American authority—Good 
Housekeeping Magazine. The house 
has been furnished and decorated by 
Helen Koues, of the magazine’s staff. 
Its kitchen, pantry and utility room 
have been designed by Good House- 
keeping Institute under the direction 
of Katherine Fisher and embody the 
best techniques in home management. 

This All-American home will be a 
dramatic demonstration of what a 
house can be when gas is the fuel for 
house heating, air conditioning, water 
heating, refrigeration, cooking and 
laundry equipment. In addition to this 
house there are numerous model houses 
being erected in the Town of To- 
morrow, a Fair exhibit, which will 
use gas for various domestic purposes. 

The gas industry’s building will also 

(Continued on Page 78) 


The four impressive pylons of the “Court of Flame,” gateway to the gas industry's exhibit 
group, tower high over the now completed building at the World’s Fair in New York City. 
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SALES(/ 


How to Make Enemies 
and Lose Customers 


HERE are any number of ways 

to make people dislike you and 
refuse to buy the product you are try- 
ing to sell. But there is a program 
worked out by an expert in bad sales- 
manship which is guaranteed to be 
sure fire. Used singly or in tandem, 
these “rules for the royal road to 
ruin,” as he calls them, cannot fail to 
turn a prospect against you and de- 
stroy your chances of making a cus- 
tomer of him. 

First of all, if you want to irritate 
your -prospect beyond all endurance 
and build up his sales resistance to its 
maximum effectiveness, be sure to for- 
get his name. Or better still, garble 
it. There is nothing that gets under 
the hide quicker than having one’s 
name mispronounced or twisted. Say 
your prospect’s name is “White’”—call 
him “Black” or “Brown.” He may 
think you are just careless and be only 
mildly annoyed. But there is a good 
chance that he will suspect you of 
making fun of him, and this of course 
will get him boiling mad. If there 
is one thing the average man is proud- 
er of, and more sensitive about, than 
anything else connected with his per- 
sonality, it is his name. Forget it, 
play around with it, and you really hit 
him where it hurts. 

Your facial expression is a second 
point of importance in successfully ac- 
complishing an unfavorable interview. 
Look grim and sullen. Don’t smile. 
Quite often a thoughtless smile will 
destroy your whole build up and 
make the prospect like you, despite 
everything. Most people respond to 
a smile automatically. If you want to 
be sure of your prospect’s ill will, 
don’t give him a chance to misinterpret 
your facial expression. Show him by 
the set of your jaw that you feel un- 
friendly and sour about the whole 
business. 

Having aroused your prospect’s ani- 
mosity by making hash of his name 
and scowling at him, your next step is 
to take away some of his conceit. You 


want to show him he is a person of no 
importance. You needn’t go so far 
as to tell him outright that you think 
he is a louse and that you are doing 
him a big favor by even being seen 
with him. Just show by your attitude 
that you want to get this sales inter- 
view over with as quickly as possible 
and get out of his sight. People like 
to feel they are of some importance in 
the world, and there is no surer way 
of winning disapproval than by dis- 
abusing them of that idea at once. 

Now, a fourth rule to follow if you 
are determined to do a thorough job 
of making yourself completely despic- 
able, is this: don’t let your prospect 
get a word in edgewise. If he breaks 
into your monologue, tap your foot ir- 
ritably to show your impatience, and 
cut him off in the middle of a sen- 
tence. Show him that you have no 
time for any ideas he may have. 
Everyone likes the sound of his own 
voice and feels that he is entitled to 
an opinion. You can be perfectly sure 
of rubbing your prospect the wrong 
way if you discourage any attempt he 
makes to interrupt your flow of words. 

Remember, there is only one thing a 
person is really interested in,—that is 
himself. He is not interested in you. 
Consequently, if you are really in earn- 
est about making him dislike you, con- 
centrate on yourself. Force your own 
personality to the front. Rub his nose 
in it, metaphorically. 

Almost everyone has a hobby or 
some special thing that interests him 
deeply. The skilful hate rouser can 
use this fact to advantage. The pros- 
pect may try to inject a discussion of 
his own special yen into the conversa- 
tion. You should waste no time in 
making him understand that you have 
not the slightest interest in any of his 
silly enthusiasms. You simply can’t 
be bothered; particularly since you 
have hobbies of your own which you 
would rather talk about. The thing to 
do is to get on your own hobby and 
ride it like a horse. 
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The chances are that the above 
treatment will have lost you your cus- 
tomer long before he is ready to look 
at your merchandise. But now and 
then you will encounter a really tough 
customer who remains obdurate and in- 
sists upon seeing what you have to sell. 
The way to handle him is to brush 
aside his objections, ignore his desires, 
and insist upon showing him some- 
thing he obviously doesn’t want. In 
the course of your interview you will 
have found what he has in mind, and 
what he would be inclined to buy. 
Give him definitely to understand that 
you don’t think much of his choice. 
Show him that you know his own 
mind better than he does. If he does 
not stalk away then in a blind rage, 
determined that he wouldn’t do busi- 
ness with you if you were the last per- 
son on earth, then you had better make 
the best of the situation, and reluc- 
tantly consent to sell him the merchan- 
dise he wants. You perhaps can get 
some satisfaction by making a last cut- 
ting remark: tell him that he had bet- 
ter buy the cheaper taodel, since it is 
obvious that he can neither afford nor 
appreciate the better one. 
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“Hot Water Harry” to Boost 


Sales in A.G.A.E.M. Drive 


Hot Water 
Harry has 
been intro- 
duced to the 
gas industry 
by the A.G.A. 
E.M. to in- 
crease sales 
of gas water 
heaters dur- 
ing the 1939 
campaign. 
Harry, a 
“smiling” wa- 
ter heater 
with arms, 
legs and hat, 
: made his de- 
but in the new portfolio which was recently 
mailed to sales managers of gas companies 
throughout the country, outlining details of 
the campaign. 


Minneapolis Co. Cuts Rates 
Third Time in 15 Months 


The Minneapolis (Minn.) Gas Light Co. 
has recently effected a gas rate reduction of 
two cents per 1000 cu. ft., it was announced 
by Harry K. Wrench, vice-president and 
general manager. This is the third reduction 
in 15 months, the first being in October, 
1937, and the second in October, 1938. 

The new rates, effective on all gas used 
after February 1, 1939, are $1.00 for the 
first 400 cu. ft., 99 cents per 1000 for the 
next 1100 cu. ft., 97 cents for the next 2000, 
93 cents for the next 31,000, and 92 cents for 
all over 34,500. The previous rates were the 
same for the first 400 cu. ft., and two cents 
higher in each of the other rate divisions. 
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IT ALL SUMS UP TO 
Customer Preference 


| A VARIETY of Cp models, Tappan Gas Ranges provide 
Certified Performance plus features which give Tappan Customer Preference 
in the quality field. 

Tappan’s Divided+Top, Visualite Oven and Visiguide are Convenience Per- 
fected. These features visualize themselves instantly to prospective buyers. They 
are easily and effectively displayed and demonstrated in the window or on the 
floor. And Tappan Sales Makers help you to make the most of these features. 

Tappan’‘s Continuous Pioneering has included such features as the insulated 
oven, the high efficiency top burners, automatic oven lighting, oven time con- 
trol and modern smokeless broiling. 

Write for Complete Presentation of the Tappan models, prices and sales 
assistance. 


THE TAPPAN STOVE COMPANY - - 


Mansfield, Ohio 


At the New York World’s Fair, 
see the TAPPAN Exhibit, 
Space 25 
in the Gas Industries Building. 


TAPPAN 
G. a5 R. an g 2 


Certified @ Performance 
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"WOMAN'S 


CP Rangerettes 


66 BN connection with the CP Ranger 
Club, a division has been estab- 
lished for Home Service women 

to be known as ‘Home Service Rang- 

ettes’,” writes Frank M. Houston, chair- 
man, A.G.A. domestic range commit- 
tee. This will give the Home Service 
girls an added incentive to help pro- 
mote the sale of CP ranges. To qual- 
ify as a Rangerette the Home Service 
girl is required to perform the fol- 
lowing duties: 

Ten demonstrations covering five of 
the following points: 


1. Demonstrate oven and broiler of 
CP range. 

2. Demonstrate top burner cookery 
on CP range. 

3. General talk on CP range. 

4. Talk illustrated with food pre- 
pared in advance on the CP range. 

5. Skit showing advantages of CP 
range. 

6. Dramatic presentation of CP fea- 
tures. 

7. Food display, for display or ad- 
vertising copy. 

8. Comparative advantages of CP 
over electric range. 

9. Comparative and test figures on 
CP over other gas ranges. 

10. Use of CP slogans on recipes. 
Explain. 


These demonstrations to be present- 
ed to five or more of the following 
groups: 


1. Organized women’s groups. Fed- 
erated women’s clubs, church societies 
and P.T.A. groups. 

2. Girls’ organizations. Scouts, Camp- 
fires, Girl Guides, and 4H Clubs. 

3. Boys’ organizations. 

4. Demonstration in company audi- 
toriums. 

5. Sales floor demonstrations. 

6. Large cooking schools. 

7. Home demonstrations of 10 or 
more. (Kitchen parties.) 

8. Individual cookery classes. 

9. Salesmen’s. classes. 

10. Other company employe classes. 

11. Dealer employe classes. 

12. Public school and college stu- 
dent and teacher groups. 

13. Brides’ classes. 

14. Maids’ classes. 

15. Business women’s classes. 

16. Newspaper articles. 

17. Radio broadcasts. 

18. Salesmen’s prospect classes. 


Prospects. Twenty-five prospects 
turned in for a CP range, of which 
five are completed sales. 


Proof given. A statement signed by 
the sales manager that the above has 
been done. In the case of demonstra- 
tions, an outline sufficiently detailed 
to show the points developed. Where 
illustrative material is used, this should 
be included. In the case of the pros- 

ects, the names of the completed 
sales should be listed. 


Our Book of the Month 


Safe Conduct (Harcourt, Brace & 
Company $2.00), by Margaret Fish- 
back, is a CP (correct procedure) 
book with a difference, for it dares to 
laugh at many of the dicta of Emily 
Post and her ilk. It is a whimsical 
guidebook to proper conduct based 
on common sense, a sense of correct 
proportion, and “a civilized desire to 
please.” It is a merry book and con- 
siderably enlivened by the excellent 
illustrations of Helen Hopkinson, 
whose sketches aptly fit the mood of 
the author’s gay approach to many, if 
not most of the daily conventions that 
beset us in our social activities. Mar- 
garet Fishback looks at the world, I 
feel sure, with a smile in her eyes, as 
she sees the absurdities of blindly fol- 
lowing this or that out-moded conven- 
tion, simply because some self-appoint- 
ed arbiter has decreed thus and so 
forth. The three best chapters, I think, 


are “The model girl about town,” “The 


_ model man about town,” both written 


from the opposite sex viewpoint, and 
“Modern social menaces,” the last full 
of advice on how to avoid making a 
bore and nuisance of yourself. I thor- 
oughly enjoyed this book, and laid it 
down with the thought that if more of 
Margaret Fishback’s ideas were prac- 
tised, how much happier we all would 
be with each other. | 


Job Qualifications 


Dr. Alexander S. Massel, principal 
of Central Commercial High School, 
New York, recently specified the char- 
acteristics in girls that employers are 
seeking these days. He listed the char- 
acteristics of the “American type” girl 
in demand. 
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She must be a slim girl, well poised, 
of good posture, not too much make- 
up, not of baby-face appearance, have 
a sweet voice, be interested in sports 
and outdoor activities, be polite, speak 
good English, be neat and be able to 
assume responsibility. 

“The employer feels that every per- 
son he employs is a salesman for his 
company, Dr. Massel explained. 
“That may be why such high require- 
ments are being established for the new 
employes.” 

= 8 


P.U.A.A. Advertising Contest 
Closes This Month 


All entries for the Better Copy Contest of 
the Public Utilities Advertising Association 
must be in the mail to the association, 122 
South Michigan Ave., Chicago, by April 15, 
according to word received from Clayton G. 
Cassidy, Peoples Gas Light and Coke Co., 
Chicago. 

At a meeting of the Better Copy Contest 
committee in New York on March 3, Howard 
F. Weeks, president of the P.U.A.A. and 
associated with the Editorial Bureau of the 
Consolidated Edison Co. of New York, Inc., 
pointed out that the committee was striving 
for a broadened participation in this year’s 
competition. 

Although this competition is sponsored and 
handled by the Public Utilities Advertising 
Association, it is open te any public utility 
company. Membership in the association is 
not required, although most utility companies 
in the country are represented by members. 


Gas Service Co. Schedules 
Spring Cooking Schools 


Cooking schools in connection with mer- 
chants’ shows are being promoted in a num- 
ber of company properties by the home 
service department of the Gas Service Co., 
Kansas City, Mo., as a part of the spring 
cooking school schedule, March 7 to June 9. 
In a few towns the schools will be sponsored 
by The Gas Service Co. and the local news- 
papers. The CP range is being featured in 
all demonstrations. 


Towns scheduled for cooking schools by 
Betty Boyle, home service director, are Osa- 
watomie, Paola, Cherryvale, El Dorado, Falls 
City, Hiawatha and Merriam, Kan.: Paw- 
huska and .Bartlesville, Okla.; Norborne and 
Carrollton, Mo. 
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Lone Star Home Economics 
Dept. Broadcasts Weekly 


A new radio program built around a con- 
test on home making problems is being 
offered every Friday morning at 9:45 over 
station KRLD by the home economic; de- 
partment of the Lone Star Gas System, 
Dallas, Texas. Albertine Berry, home eco- 
nomics director, is featured on each program. 


The program is made up of questions on 
home making problems which have been 
sent in to the company two days before the 
broadcast. The best question receives a prize 
of $4.00, and $1.00 is awarded for second 
prize. 
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There's a lot more to building a gas range 
of recognized leadership than merely giving 
it a beautiful exterior! 


Wedgewood's rigid construction, interior 
porcelain finish, heavier gauge steels, bet- 
ter valves and fittings, extra heavy spun- 
glass fuel-saving insulation are but a few of 
the out-of-sight qualities. 


When you want a modern gas range you'll 
want Wedgewood quality clear through! 
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Fig. 1. Diagram of the Flow Meter. 


A Practical 


Flow Meter 


For Field Utilization 


OLLOWING the trend of more ex- 

acting requirements, the burners of 
modern gas appliances are rated in 
B.t.u.’s per hour at definite maximum 
inputs which have been determined on 
the basis of actual laboratory investi- 
gations, namely combustion and efh- 
ciency tests. These ratings, indicative 
of optimum performance, should be 
reproduced within reasonably close 
limits when appliances are adjusted in 
the field. There are two methods by 
which this may be accomplished: (1) 
by the installation of fixed orifices of 
known capacity; and (2) by the utili- 
zation of some device which will ac- 
curately measure the quantity of gas 
passing through an adjustable orifice. 

For the determination of the rate of 
flow of gas through an adjustable ori- 
fice a flow meter was designed and con- 
structed. 

The operation of the flow meter is 
based on the principle of orifice meter 
measurement, that is, the measurement 
of pressures on both the upstream and 
downstream sides of an orifice. The 
upstream pressure is taken as the mani- 
fold pressure. The downstream pres- 
sure is taken as the pressure in a cham- 
ber located between the appliance ori- 
fice, and a standard orifice of known 
size and characteristics, the latter being 
open to the atmosphere. With these two 
pressures known, the flow of gas 
through the appliance orifice is deter- 


- 


NOTE: Acknowledgment of information relative 
to the development of the appliance flow meter is 
made to Mr. F. O. Suffron of the American Gas 
Association Testing Laboratories, and to Servel, In- 
corporated, both of whom independently developed 
similar instruments. 


mined from tables made up by the 
calibration of the appliance flow meter 
equipment against discharge of ori- 
fices to atmosphere as determined by a 
standard wet-test meter. 

The flow meter consists of a “T” 
shaped device (see Fig. 1) with a 
rubber tubing at one end for connect- 
ing it to the appliance orifice. A set 
of two calibrated orifices are included 
for installation in the other end. Ori- 
fice “A” (Number 60 drill size) is 
used for inputs from 5000 to 12,000 
B.t.u.’s per hour; orifice “B” (Num- 
ber 48 drill size) is used between 12.- 
900 and 40,000 B.t.u.’s per hour. Pro- 
vision is made for the connection of a 
manometer to a pressure “takeoff” on 
the side of the device. 

To operate the flow meter, the rub- 
ber tubing attached to the device is 
slipped over the appliance orifice (see 
Fig. 2). With the manometer attached 
to the pressure connection, the gas 
supply to the appliance orifice is 
turned on. (A second burner should 
be in operation to insure the proper 
measurement of running pressure.) 
On stopping the flow of gas, by plac- 
ing a finger over the standard orifice, 
the operator reads at the manometer 
the actual manifold operating pres- 
sure. On releasing the gas pressure by 
removing the finger from the orifice, 
the operator reads the appliance flow 
meter pressure. This latter figure is 
then located in the proper column of 
manifold pressure, which is indicated 
along the top line of the table for the 
orifice used in the meter. The flow of 
gas through the appliance orifice may 


@ JOHN G. WILLIAMSON, Southern Cali- 
fornia Gas Co., Los Angeles, Calif., in a 
paper, “A Practical Flow Meter for 
Field Utilization.” presented before the 
Spring Technical Conference of the Pa- 
cific Coast Gas Association, Los Angeles, 
Calif. March 23 and 24, 1939.—(Ab- 
stract by GAS). 


be read in the columns at the left of the 
table, which is based on natural gas 
having a calorimetric value of 1120 
B.t.u.’s per cu. ft. 

The device may be operated con- 
versely. That is, if a predetermined in- 
put is desired, the manifold operating 
pressure may be determined and the 
flow meter pressure obtained from the 
tables. The appliance orifice may then 
be adjusted so that the observed flow 
meter pressure corresponds with that 
obtained from the table. 

For the successful operation of this 
device, the following items require par- 
ticular attention: 

1. The proper orifice must be used 
for the proper input range, and refer- 
ence made to the corresponding table. 


2. The installation of orifices in, 
and the connection of tubing to the 
flow meter must be gas-tight; otherwise 
erroneous results will be obtained. 

3. Extreme care must be taken so 
that no foreign particles become 
lodged in the channels of the standard 
orifices, 

4. When using this device, another 
burner on the appliance being tested, 
or an adjacent appliance, should be in 


Fig. 2. To operate the flow meter, the 
rubber tubing attached to the device is 
slipped over the appliance orifice. 
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MAGIC CHEF BEATS THE DRUM 


FOR (7) STANDARDS 


EATURED as leaders in our spring Parade of Values 
campaign are the Magic Chef CP models—a glam- 
orous line-up of ranges —and a gloriously complete 

campaign to help you sell more CPs this season. 


There’s a wide range of CP styles for every customer— 
to give every utility and dealer an opportunity to do a 
really constructive promotion job—to build a soundly 
profitable spring volume—to add to the strength and 
prestige of the gas industry. 


SPECIAL CP MATERIAL 


Here’s more help to aid you in spreading the CP gos- 
pel. A knock-out CP window display background, 
resplendent in scarlet and gold, that’s yours for only 
$4.75. Handsome three-color broadsides for mailing, 


Every Magic Chef national magazine ad carries 
a box like this—each insertion in each magazine 
featuring a statement by a well-known utility 
home service director. 


“CP seal on a gas range assures cooking 
performance,” says Miss Ruth Soule of the Brook- 
lyn Union Gas Company. “The Seal means that 
it has met 22 rigid requirements for greater time 
savings, fuel savings, and food sav- 

ings. Gas is your quick, clean, eco- 

nomical servant, and the new CP 

ranges help you to get the most out 

of it.” 


LOS ANGELES ...ST. LOUIS...SAN FRANCISCO... CLEVELAND 


imprinted, at $15. per thousand. Everything else— 
display cards and other helps—all free. 


FREE... PROMOTIONAL HELPS 


Easel back display cards, 24-sheet posters, car cards, 
special CP folders, mats of CP newspaper ads—all 


- yours for the asking. 
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LIFETIME BURNER GUARANTEE 
All Magic Chef burners 


are guaranteed to the orig- 
inal purchaser against 
burning out or losing ef- 
ficiency during the life of 
the range. 


JOIN THE MAGIC CHEF PARADE of Values with a spring 
promotion on Magic Chef CP models. Widespread 
national advertising— backed by our new Lifetime 
Burner Guarantee—will mean more ready acceptance 
than ever for the range with the famous Red Wheel. 


AMERICAN STOVE COMPANY 


BOSTON...NEW YORK...PHILADELPHIA...ATLANTA...CHICAGO 
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B.tu. Cu. Ft. 
perhr.* perhr. 6.0 62 64 6.6 


TABLE NO. 1. TYPICAL SECTION OF CONVERSION TABLES USED IN CONNECTION 
WITH THE APPLIANCE FLOW METER 


(Table of Flow Meter Pressures for Appliance Flow Meters Orifice Number B) 
Manifold Pressure, Running 


| aes es ee ee eee eee 


12,500 1115 155 155 155 L155 
13,000 1159 165 165 165 1.65 
13,500 1203 1.75 175 175 180 
14,000 1248 185 185 185 1.90 
14,500 12.93 195 19 195 LS 
15,000 13.38 2.00 2.00 2.00 2.05 


160 160 160 160 160 1.65 1.65 
165 1.65 1.70 1.70 1.70 1.70 1.75 
180 180 180 180 185 185 185 
190 1.90 190 190 195 195 195 
2.00 2.00 2.00 2.00 2.05 2.05 2.05 
205 205 2.10 2.10 2.10 2.110 2.15 


*Based on gas of 1120 B.t.u. per cu. ft. 


operation to insure the determination 
of the correct running pressure; other- 
wise “lock-up” pressures will result. 


5. Following the replacement of ori- 
fices or the construction of additional 
flow meters, checks should be made at 
several inputs and manifold pressures 
to insure the conformity of the new 
equipment with the conversion tables. 


In both the laboratory and the field 
the flow meters have proven to be a 
serviceable device for both industrial 
and domestic work. When properly 
used they provide a simple and reason- 


ably accurate method for determining 
the capacity or flow of gas through an 
orifice. This information may be ob- 
tained quickly and with a minimum of 
effort. 

Although its range is at present lim- 
ited from 5000 to 40,000 B.t.u.’s per 
hour at manifold pressures from 6 to 
10 in. water column, should additional 
capacity be required the range may be 
increased indefinitely by the addition 
and calibration of other orifices, and 
the expansion of the conversion tables 
to a wider variation of pressures. 


Wisconsin Gas Conference 


Attracts 270 Delegates 


WO HUNDRED AND SEVENTY 

registered at the two-day meeting 
of the gas section of the Wisconsin 
Utilities Association held March 13 
and 14 at Hotel Pfister, Milwaukee, the 
concluding sessions of which saw the 
election of G. A. Anderson, Wisconsin 
Public Service Corp., Sheboygan, as 
chairman of the Technical Division, 
and H. E. Sweet, Wisconsin Power & 
Light Co., Madison, vice chairman. 
L. A. Dubberke, Milwaukee Gas Light 
Co., was elected chairman of the Com- 
mercial Division and Paul De Leon, 
Wisconsin Power & Light Co., Madi- 
son, vice chairman. 

Outgoing section chairmen are 
Charles G. Grau, Oneida Gas Co., 
Rhinelander, chairman Commercial 
Division; Frank Wilkinson, Northern 
States Power Co., La Crosse, chair- 
man Technical Division. In contrast 


with the attendance this year A. E.- 


Herwig, secretary of the Association, 
pointed out that 241 registered a year 
ago. 

Joint sessions were held throughout 
the first day with Bruno Rahn, asso- 
ciation president, speaking first on the 


subject, “What We Hope For.” He 


L. A. DUBBERKE G. A. ANDERSON 


showed how the gas companies in the 
face of rising costs have continued to 
extend their service and reduce the 
cost of gas service to the public. 
Dealing with “The Dawn of a New 
Era for the Gas Industry,” Bernard T. 
Franck, sales manager, Grand Rapids 
Gas Co., showed that successful oper- 
ation today depends upon an aggres- 
sive sales promotion plan and close 
cooperation between sales and service. 


Edwin Vennard, vice president, Mid- 
dle West Service Corp., said that the 
only thing preventing the gas indus- 
try from expanding was a defeatist at- 
titude. The title of his address was 
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“Why Can’t You Sell More Gas 
Service.” 

H. D. Valentine, The Peoples Gas 
Light & Coke Co., dealt with the Gas 
Industries participation in the New 
York World’s Fair. 

In the afternoon session Lawrence 
R. Foote, industrial gas engineer, IIli- 
nois Electric & Gas Co., Rockford, 
covered “Industrial and Commercial 
Sales Opportunities Right in Your 
Own Back Yard,” discussing how io 
get this load and how to hold it. 

A. M. Beebee, general superintend- 
ent, gas department, Rochester Gas & 
Electric Corp., gave an address enti- 
tled “Is the Economic Budget of the 
Gas Industry Balanced or Has It a 
Surplus.” 

On the subject, “Dramatized Mer- 
chandising,” Harry Swenson, director 
of Displays and Home Planning, The 
People’s Gas Light & Coke Co., stated 
that 98 per cent of our women are prac- 
tically “roughing it” in their kitchens. 

A home service demonstration was 
staged in the auditorium of Milwaukee 
Gas Light Co. by Ella Liner Lambert, 
home service director of the company. 
A buffet supper at the hotel concluded 
the program of the day. 

= ss 
Missouri Public Utilities 
Hold Convention April 12-14 

The 33rd annual convention of the Mis- 
souri Association of Public Utilities will be 
held April 12, 13 and 14 in Kansas City, Mo., 
at Hotel Muehlbach. 

The present president, Chester C. Smith, 
will preside. Among the speakers will be: 
Thomas R. Weymouth, New York City, 
chairman, Natural Gas Section, A.G.A.; C. 
W. Kellogg, New York City, president, Edi- 
son Electric Institute; C. B. Huntress, New 
York City, Republic Coal & Coke Co.; Na- 
thaniel Leverone, Chicago, Illinois, Auto- 
matic Canteen Co.; Frank E. Fehlman, New 
York City, advertising counsel; Ralph W. 
Carney, Wichita, Kan.; Ben C. Adams, Kan- 
sas City, Mo., Gas Service Co.; and Mayor 
Bryce B. Smith of Kansas City. 

D. W. Snyder, Jr., will preside at an open 
forum for the discussion of timely utility 
subjects. A safety meeting and round table 
discussion of accident prevention will be in 
charge of A. A. Rall, Kansas City. 

= 8 


Restaurant Will Be Part 
of New York Fair Exhibit 


A contract for the operation of a smart, 
strategically situated restaurant as part of 
the gas industry’s “Court of Flame” exhibit 
group at the New York World’s Fair has 
been signed with the National Hotel Man- 
agement Co., Inc., Hugh H. Cuthrell, presi- 
dent, Gas Exhibits, Inc., has announced. 

The restaurant, which will have an “All- 
Gas” kitchen entirely visible to the public, 
will have a capacity of 660 people, with 
400 places in the main dining room, and 
260 additional seats on the outdoor terrace. 
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‘‘Man the Sales’’ contestants are 
offered three rich ports of call 
for the sale of Gas Refrigeration & 


DP mPa hE fatness AA 


THE RACE IS ON! Favorable trade winds Be first in P ort 


are whistling through the rigging...eager to 
fill out your sales! So break out all canvas 

and head for sales and profits at your three TO WIN THE S E 
rich ports of call! GRAND AWARDS 


Port No. 1 is that still great, unsold market 


» now using ice boxes—or nothing. You and 

: your men Can win prospects and make sales More than 2,000 cash 
by a clear-cut approach proving the need of . 
automatic refrigeration, the basic advan- awards for companies and 
tages and savings of gas refrigeration over . . 
ide dows. men. ..39 Flying Cloud clip- 
Port No. 2 is a market as yet hardly touched per ship models for winning 
by gas refrigeration . . . an estimated mil- ; 
lion or more homes in which mechanical gas companies se hand- 
refrigerators will be replaced this year. Sell ae 
them Servel Electrolux now—or you may some Chelsea ship s bell 


not have another chance for years! 


clocks for winning salesmen. 


The Port of Obsolete Port No. 3 is the thousands of new homes and 
Mechantonl Dewtgeraters apartments now being built with the aid of 
»” low first cost and long term payments. All 
of these new homes should use gas refriger- 


ation along with gas for cooking, water ons020 
heating and house heating. 


The time has come to “man the sales” and THE REFRIGERATION 
take the lead in this great gas refrigeration 
race for sales and profits in these three rich COMMITTEE OF THE 
ports of call . . . and don’t forget the addi- 
tional worthwhile awards waiting to be A. G. A. AND 
b d sal ! 
aga won by gas companies and salesmen AGA tM 


and Apartments 


yr 


Ihe Svlee FOR GAS REFRIGERATION IN 1939 
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FIG. 1. A typical test set up for air delivery and temperature determination. 


toward the use of gas-fired winter 

air conditioning equipment may con- 
tinue, it is essential that proper engi- 
neering of both the equipment itself 
and its installations be carried out. 
The factory engineer, in his design of 
the appliance, must be able to provide 
himself with data which will allow him 
to analyze its performance. Likewise, 
the salesman must be equipped with 
all pertinent performance data which 
will permit him to specify the proper 
installations which he is called upon to 
engineer. Consequently, factory testing 
of winter air conditioning equipment 
plays a very important part in its pro- 
duction. 

Two basic items of data are desired 
in the testing of this type of equip- 
ment: heat output and blower capacity. 
The former may be expressed as per 
cent efficiency, and can be determined 
at various air throughputs. The latter 
may be presented in tabular or graphi- 
cal form, showing the air deliveries at 
various blower speeds and against va- 
rious static pressures. An air delivery 
table for winter air conditioners should 
indicate the air output which will be 
produced by the unit as a whole, so 
that when used as data in specifying 
equipment it will be unnecessary to 
make further computations as to resist- 
ance through inlet and outlet connec- 
tions, filters, heating element, or hu- 


[' ORDER that the increasing trend 


Factory Testing Winter Air 
Conditioning Equipment 


midifiers which are integral with the 
unit. At the same time that air delivery 
data are observed, the power require- 
ments of the motor may be measured. 

Air delivery test methods are based 
upon the Standard Test Code of the 
American Society of Heating and Ven- 
tilating Engineers. A typical test set- 
up is shown in Fig. 1. The inlet duct, 
with a flared end to prevent turbulence, 
is shown at the left. A tube for meas- 
uring static pressure is inserted in the 
side not shown in the cut. The outlet 
duct extends to the right, and contains 
a pitot tube pointed upstream. In ac- 
cordance with Standard Test Code 
specifications, the static tube is located 
not less than 414 equivalent diameters 
from the inlet end of the intake duct, 
which is at least six equivalent diam- 
eters in length, and the pitot tube is 
located not less than 71% equivalent 
diameters from the furnace outlet, with 
an outlet duct which is at least 10 
equivalent diameters long. For rectan- 
gular duct, the equivalent diameter is 


mem , where “a” and “b” are the 


lengths of the long and short sides, re- 
spectively. The static pressure tube 
and pitot tube are connected with an 
inclined slope gage and micromanom- 
eter which indicate respectively the 


t Published by National Association of 


Fan Manufacturers, Chicago, Ill. (Second 
Edition, 1932.) 
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@ JOHN C. MUELLER and ARTHUR 
THEOBOLD, Payne Furnace and Supply 
Co. Inc., Beverly Hills, Calif.. in a 
paper, “Factory Testing of Winter Air 
Conditioning Equipment,” presented be- 
fore the Spring Technical Conference 
of the Pacific Coast Gas Association, 
Los Angeles, Calif., March 23 and 24, 
1939.—_{Abstract by GAS.) 


static pressure rise through the furnace 
and the velocity in the duct. Fig. 2 
illustrates the interconnection of the 
instruments shown in Fig. 1. 

Dampers used for controlling static 
pressure in the discharge duct are 
shown in Fig. 3. Their shape provides 
the symmetrical throttling specified by 
the Standard Test Code. Each of the 
dampers shown is used with one par- 
ticular test duct, having the same 
dimensions as the base of the damper. 
The damper stand, to which one of the 
dampers is shown attached, is essen- 
tially a heavy ringstand, the upright 
member being of 34-in. iron pipe. The 
upper ends of the four angle iron 
braces are welded to a 1-in. iron pipe 
coupling through which the upright 
passes. Three thumb-screws tapped into 
the coupling hold the upright in posi- 
tion and provide a vernier adjustment 
of the damper. By loosening and tight- 
ening the thumb-screws, the damper 
can be moved very small amounts with 
respect to the end of the duct, permit- 
ting adjustment of the static pressure 
to one-thousandth inch of water col- 
umn. 

A clamp is provided, as shown in 
Fig. 1, to support the pitot tube in the 
outlet duct. A traverse of from nine to 
25 points is made to determine whether 
the velocity at the center of the duct 
may be taken as average. In some 
cases, particularly at higher static pres- 
sures, the velocity throughout the cross- 
section is very uniform. In other cases, 
it is necessary to traverse the duct and 
use the average velocity obtained to 
compute the air throughput. 

The test ducts used are selected to 
provide an air velocity of from 400 to 
750 ft. per minute. Below 400 ft. per 
minute the percentage error in obser- 
vation rises very sharply; 750 ft. per 
minute is considered the upper practi- 
cal limit in the type of duct used in 
these tests. Three sets of test ducts, 
having cross-sections of 12 by 18 in., 
12 by 24 in., and 12 by 36 in., respec- 
tively, have been found sufficient for 
testing most conditioners. When not in 
use, they are slung from the ceiling of 
the test room, and when wanted are 
lowered onto the supports as shown in 
Fig. 1. In many cases it is possible to 
set the furnace in place under the ducts 
to be used, and lower the ducts direct- 
ly into position. Drive cleat connec- 
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HOME IN WHICH YOU INSTALL 
A WARD FLOOR FURNACE BECOMES 
A PERMANENT USER OF YOUR GAS 


The most important words to describe a WARD FLOOR 
FURNACE are “It’s permanent!” When you put a WARD 
in a house you make that house youwrs...a permanent load 
building asset on your lines... from now on. Install a WARD 
in a day and you make a lifelong friend for gas as the most 
efficient, most convenient, most economical fuel for heating. 


A WARD FLOOR FURNACE becomes a permanent part 
of the house. It stays put. Guaranteed for ten years, it gives a 
lifetime of automatically controlled winter comfort. 


Remember, your consumer judges the desirability of gas for 
heat by the way the appliance you sell performs. ‘Your load is 
as good as the appliance you sell,” That’s why so many utilities 
have found it good business to sell the best...the WARD 
FLOOR FURNACE. Why not you? 


May we send you our latest catalog. It will help you plan 
to make a lot of homes yours...FROM NOW ON... 
during the coming heating season. 


WARD HEATER COMPANY 
LOS ANGELES 


WARD FLOOR FURNACE 


IT’S AUTOMATIC 


An automatic WARD FLOOR FURNACE... with 
its Bilt-in Thermo-Control and Safety Pilot...regu- 
lates temperature accurately...uses fuel economical- 
ly...protects the house positively. Furnace hangs 
from joists beneath the floor. It is entirely self-con- 
tained. Controls are built in (picture points to 
Thermo-Control in- 
dicator in corner of 
register ). Installation 
is easy and simple. 
No electric wires or 
fragile connections. 


A.G.A. APPROVED 


53 


FACTORY REPRESENTATIVES: A. S. Kincaid, 2012 North Harwood, DALLAS; J. H. Stubbins, 300 East 68th Terrace, KANSAS CITY, 


MISSOURI; H. C. Sanderson, 207 Fulton Building, PITTSBURGH; W. D. Roberts, 468 Peoples Gas Building, CHICAGO 
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FIG. 2. Static and velocity pressure connections to gages. 


tions are used for convenience in con- 


necting and disconnecting ducts and 
fittings. 

Data for the air delivery table is 
built up by first adjusting the blower 
to the lowest speed which would be 
used in practice and which is obtain- 
able by standard adjustable motor 
sheaves giving the widest desired range 
of flexibility. The velocity in the duct 
is then measured at static pressure in- 
crements of 0.05 in. from free delivery 
to the highest pressure against which 
the blower will deliver. These obser- 
vations are repeated at other blower 
speeds, increasing the speed by incre- 
ments of approximately 25 r.p.m. be- 
tween each series of readings. The 
wattage input to the motor is recorded 
as part of each observation. 

Air delivery is computed by use of 
the formula 

Vv = v2 gh, 
which, when the air temperature is 70° 
F + 10° F, and the velocity is desired 
in feet per minute, becomes 
62.3 H 


V = 60 64.4 x — =4006 V/H 
12 


O75 


where H is velocity pressure in inches 
of water column. At other tempera- 
tures it is necessary to correct for the 
difference in air density by multiplying 
the results obtained above by the factor 


/ 530 
460 + T 


where T is the temperature, in degrees 
F. of the test air. The result will be the 
velocity which would be obtained if 
standard air (0.075 lbs. per cu. ft.) 


were used. This velocity, multiplied by 
the square foot cross-sectional area of 
the test duct, gives the air delivery in 
M c.f. 

In presenting the results of such a 
determination in graphical form, it is 
convenient to plot air delivery against 
static pressure at various blower speeds, 
blower speeds against air delivery at 
various static pressures, and wattage 
input against delivery at various static 
pressures. The three sets of curves may 
be plotted without confusion on a sin- 
gle sheet of 17 by 11 in. coordinate 
paper, as shown in Fig. 4. 


Furnace Output 


The heat input to a furnace is dissi- 
pated in three ways: as useful heat into 
the circulating air, as flue loss, and as 
casing loss. Of these three, flue loss is 
much the easiest to determine, involving 
only a flue gas analysis and a measure- 
ment of the temperature rise of the 
combustion products. The computa- 
tions involved have been simplified io 
a single alignment on a nomograph 
chart for almost all gases. The only 
precautions which must be observed 
are that the temperature measurement 
and the flue gas sample must be iaken 
at points of equal dilution, and that the 
area of the flue collar should be trav- 
ersed during both temperature meas- 
urement_and sampling to insure repre- 
sentative results. 

Accurate measurement of casing loss 
is less simple, involving a determina- 
tion of the average surface iemperature 
rise, the surface area, and the applica- 
tion of a radiation coefficient for the 
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type of surface involved. Tables of 
radiation coefficients for lacquered or 
enameled surfaces are very incom- 
plete; factors from 2.3 to 3.5 B.t.u. 
per hour per sq. ft. per degree F. tem- 
perature rise are used. This factor 
changes with the texture and even with 
the color of the finish; hence such a 
determination is little more than a 
rough estimation. 


Measurement of the useful heat in- 
volves an accurate determination of the 
air temperature rise and the amount of 
air delivered. By using a potentiometer, 
pyrometer and series of thermocouples 
to measure the outlet air temperature, 
and the method described above to de- 
termine the air throughput, heat out- 
put results are obtained which, when 
checked against the flue loss and esti- 
mated casing loss, appear to be accu- 
rate within about two per cent. In Fig. 
1, the thermocouple leads to the poten- 
tiometer and the arrangement of ther- 
mocouples in a test duct, are shown. 
It is necessary to locate the thermo- 
couples so that they will not receive 
direct radiation from the heating ele- 
ment; otherwise the indicated tempera- 
ture will be high. The heat lost from 
the duct, between the furnace bonnet 
and the thermocouples, may be com- 
puted using a radiation coefficient of 
1.3 B.t.u. per sq. ft. per degree F. tem- 
perature rise per hour, for bare gal- 
vanized iron pipe. This factor has been 
carefully determined by the University 
of Illinois Engineering Experiment 
Stationt and may be accepted as au- 
thoritative. 

The specific heat of air in the range 


+ Gravity Warm Air Heating, published 
by National Warm Air Heating and Air 
Conditioning Association, Columbus, Ohio, 


1935. 


FIG. 3. Dampers used for controlling 


static pressure in the discharge ducts. 
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Mueller’s exclusive new 
Heat Levelizer evens home temper- 
ature more effectively than man or 
machine has ever been able to do. 
Gives economy of operation never 
known before. Provides lifetime 


satisfaction for your customers. 


NOTE TO UTILITY EXECUTIVES AND DEALERS: 


Mueller announces nationally this great new 
invention to the home owning and building 
public in the May issue of AMERICAN HOME 
and BETTER HOMES & GARDENS. More than 
3,000,000 home owners and builders will be 
exposed to this story of the amazing Heat 
Levelizer. Familiarize yourself with this re- 
markable development in gas heat. Write 
today or send coupon below for full data. 


Amazing Invention—Mueller Heat Levelizer 
for Gas Furnaces Ends Uneven Heat 


MUELLER 
HEAT SPEEDER 
INSURES~ 


LONG LIFE AND 
LOW COST 
GAS HEAT 


Heat Speeder, exclusive with 
Mueller, is a steel section for Gas 
Era Furnaces. It requires only 
about one-eighth as much gas to 
heat the furnace to operating tem- 
perature as a cast iron unit of 
equal capacity. 

Because Heat Speeder is of sturdy 
steel construction, but light in 
weight, it sends heat into the 
rooms 6 to 8 times faster than old- 
style units. 

Feature Mueller Gas Era Fur- 
naces with Heat Speeder and Heat 
Levelizer to win customer satisfac- 
tion and enthusiasm. 

Mueller also manufactures Gas 
Era Boilers. 


Heat Levelizer supplies a continuous 
flow of regulated heat, turning the flame 
up or down as needed to maintain an 
absolutely uniform temperature. It is 
not “on-and-off”’ control. 
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WITHOUT MUELLER HEAT LEVELIZER 
This is how a chart of the temperature looks in most 
any home with ordinary thermostatic control. This 
is typical of the performance of most gas-fired 
furnaces. On-and-off operation causes tempera- 
ture variations and fuel waste. 
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WITH MUELLER HEAT LEVELIZER 

This is a typical chart of 12 hours of Gas Era 
Furnace operation with Mueller Heat Levelizer. 
Outside temperature may vary 20 to 50 degrees 
during the same period, while indoors you enjoy 
uniform temperature . . . no uneven heat. 


MUELLER (Mm) MILWAUKEE 


REATIiNG AND AIR > €O N 


D 


iITIONING 


Send coupon 
today. 


L. J. MUELLER 
FURNACE CO. 


2002 W. Oklahoma Ave. 
Milwaukee, Wis. 


This great new invention cuts fuel costs 
to the bone. It puts automatic gas heat 
within reach of people who never thought 
they could afford it before. It ends fuel 
waste... Supplies all the heat desired... 
No more... No less. The Heat Levelizer 
is available only on Mueller Gas Era Fur- 
naces. Use Heat Levelizer as the “New 
thing in gas heat” around which to build 
your sales activity. 


SEND COUPON FOR FULL DETAILS 


Be ready to answer the questions of your 
customers who will read the thrilling story 
of Mueller’s amazing new Heat Levelizer in 
the National Home Magazines. 

Mueller has prepared a complete treatise 
on Heat Levelizer which gives you the whole 
story of this history-making improvement in 
gas heat control. 

Send the coupon today for your copy 
of the Heat Levelizer story. 


L. J. MUELLER FURNACE CO. 
2002 W. Oklahoma Avenue, Milwaukee, Wisconsin 


Please send Treatise on Mueller s exclusive New 
Heat Levelizer; also literature describing 


C) Gas Furnaces C) Gas Boilers 
Name___ 


Address 


City dienes State 


Presents 


@ New Beauty 
® New Performance 
@® New Conveniences 


Crystal Model 493CP 


7 Marvel Model 393CP 


Designed especially to meet C.P. 
requirements, Crown’s originality 
and exclusive features eliminate 
| ordinary competition. 

In addition to the ranges illustrat- 
ed, we manufacture a complete 


| line of Buffet and Divided Top 


Ranges in four or six burner style. 


“CROWN—the Line for °39”’ 
Write for Details 


CROWN STOVE WORKS 
4627-35 W. 12th Place 
Chicago, Ill. 
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FIG. 4. Air delivery chart for winter air conditioner. 


from room temperature to 200° F. may 
be taken as 0.0180 B.t.u. per degree F. 
temperature rise per cubic air through- 
put, corrected to its volume at 70° F. 

A typical computation using actual 
test data is as shown: 


Heat input (metered) .....81,700 B.t.u. per hr 


Air delivery temperature........................ 156° F. 

Air inlet temperature 76° F. 

Air temperature rise 80° F. 

Air velocity as measured.................... 395 f.p.m. 

Air velocity—corrected to 70° F. 

530 

3905 X oa ee 366 f.p.m. 
460+ 156 

Cross-sectional area of duct.................. 2 sq. ft. 


Air delivery—corrected...................... 732 M.c.f. 
Heat output in air 
73280 X .0180 X 60 = 63,300 B.t.u. per hr. 


Area of duct surface...........................- 22 sq. ft. 
Heat loss from duct 
22 X80 X 1.3—= 2,300 B.t.u. per hr. 
Total heat output 65,600 B.t.u. per hr. 
65,600 
Efficiency: sua AM SORE lle 80.3% 
81,700 
Flue loss (determined) 19.8% 


100.1% 

As the casing loss was probably be- 

tween two and three per cent on this 

appliance, the combined error of all 

determinations in this case is probably 
not over three per cent. 


Canadian Gas and Electric 
Utilities Hold Sales School 


The gas and electric industries at Vancou- 
ver, B. C., Canada, sponsored a joint two- 
day home appliance sales school February 
20 and 21. More than 388 attended classes 
in cooking, refrigeration, kitchen moderni- 
zation, home laundry, lighting, automatic 
water heating, table appliances, rates and 
rural sales. 

The courses were concluded with a ban- 
quet attended by leaders in the industries. 
Three principal speakers were W. G. Mur- 
rin, president, and W. C. Mainwaring, gen- 
eral sales manager, both of British Colum- 
bia Electric Railway Co., Vancouver, and 
W. J. Walton of the Retail Merchants’ 
Association. 

tJ am 


Industry Exhibit at Golden 
Gate Attracts Attention 


The gas industry exhibit at Golden Gate 
International Exposition on Treasure Island 
is being widely publicized by a 3x5-inch 
sticker picturing a bird’s-eye view of the 
exhibit in full color. Although they have 


been out only a short time, utilities, manu- 
facturers, dealers, have already obtained 
from the Pacific Coast Gas Association 100,- 
000 of these stickers. 

Approximately 300,000 people have passed 
through the gas industry exhibit during the 
first month of operation. 

Interest in all types of appliances has 
been far beyond expectation. While no pres- 
sure has been applied by the attendants, 
some 3000 visitors have been sufficiently in- 
terested to leave their names requesting fur- 
ther information. 


So. Calif. Co. Constructs 
Plant in San Bernardino 


A new $100,000 distribution plant is being 
constructed in San Bernardino, Calif., by the 
Southern California Gas Co. The new plant 
will have a building for the division head- 
quarters and meter shop, and a building for 
an auditorium equipped with kitchen and 
stage for home service demonstrations, in 
addition to a large automobile shed. 

The contract for the construction work 
was awarded to R. Westcott Co., Inc., of 
Los Angeles. 
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now Kayne 
HELPS YOU WITH 
THE FOURTH OF THE 


FOUR BIG JOBS 


Payne gas furnaces build your house- 
heating load — help you to put across your 
Fourth Big Job! For Payneheat not only 
sells — it stays sold! Every Payne owner 
becomes a permanent booster for GAS. 

Payne furnaces sell because — for more 
than a quarter of a century — one person 
has told another that Payneheat is efficient, 
economical, trouble-free, clean heat. 

Payne furnaces sell because — every- 
where that gas is sold — Payne advertising 
hits homeowners, homebuilders, contrac- 
tors and architects directly between the 
eyes. 

Payne furnaces stay sold because they 
are the last word in fine heating, scientific- 
ally designed and precision constructed by 
the foremost exclusive manufacturer of gas 
furnaces in the country. 

And remember this! Payne offers a com- 
plete line of gas heating and winter air con- 
ditioning equipment to meet every heating 
need. No sales are lost because of inability 
to meet a specific demand. And the famous 
Payne ‘‘A”’ Vent, universally recognized as 
the best venting pipe ever offered the gas 
heating industry, has done wonders in rais- 
ing gas to a new high in efficiency. 


INVESTIGATE PAYNEHEAT TODAY! 


Write for full particulars 


Payne has developed a plan for local 
advertising conceded one of the most 
generous and practical ever offered. 


: 
’ 


PAYNE FLOOR FURNACE—Especially de- 
signed for homes without basement, but ex- 
treme simplicity of installation, economy— 
abundant fresh, circulating warmth—has made 
it a universal favorite. Fully vented. 


PAYNE MODERN CONSOLE 
Outstanding beauty! Efficient circu- 
lating warmth! They're both com- 
bined in this handsome floor type 
heater. Choice of five harmonizing 
colors in six different sizes. Heavy 
insulation assures absolute safety. 


PAYNE FORCED AIR UNIT 
Offers warm, filtered forced air circu- 
lation in winter, c-o-o-l-i-n-g ventila- 
tion in summer. Requiring no base- 
ment, the “FAU” may be installed in 
kitchen, closet or on the service 
porch, Automatic control. 


PAYNE MODEL “A” FURNACE 

May be installed singly or in batter- 
ies of two or more, each operating 
independently and warming separate 
rooms or suites. Here is zoned 
warmth, where you want it, when you 
want it, at controlled temperature. 


PAYNE ZONEAIR UNIT 

The last word in “Spring-condition- 
ing” —heats, filters, ventilates, humid- 
ifies and circulates. May be set up in 
batteries for zoned conditioning. Its 
streamlined beauty enhances any 
basement playroom. 


PAYNE DUPLEX FURNACE 

Combines multiple heating with low 
cost installation. Similar to the Payne 
Floor Furnace, the Duplex heats two 
separate rooms or suites on one floor 
or two floors. Optional push-button 
or thermostat control. 
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TABLE NO. 1. 


SUMMARY OF TESTS ON COMBINATION METER AND REGULATOR (REGULATOR ONLY) 
Rates on Natural Gas Sp. Gr. .700—60° F (Summary of 382 Separate Tests) 


OUTLET PRESSURES 
INLET | 
PRESSURE | —— 4 in. ORIFICE—— ——;; in. ORIFICE—— ——% in. ORIFICE—— 
‘Lock-up 3 ft./hr. 200 ft./hr. Spread|Lock-up 3 ft./hr. 200 ft./hr. Spread|Lock-up 3 ft./hr. 200 ft./hr. Spread 
i 
150 Ibs. | 10.4 10.0 9.60 80 |11.85 11.30 11.20 65 
) Pees A, 9.6 9.20 .70 |11.25 10.55 10.50 .75 
100 “ 9.4 9.0 8.70 70 |10.50 10.00 9.80 .70 
6. ° -t238,9 8.5 8.15 75 |10.25 9.75 9.55 .70 
a 8.4 7.95 .85 |10.00 9.50 9.30 .70 
70: SEBS 8.1 7.75 .75 | 9.75 9.25 9.05 .70 
ee. . tee ¢.9 7.55 .75 | 9.50 8.75 8.65 .85 
_ sien FS  F 7.35 .85 | 9.30 8.55 8.45 85 
40 “ 8.0 7.6 7.15 .85 | 8.80 8.20 7.90 80 
_ Be 7.8 7.3 6.90 .90 | 8.50 8.00 7.55 .95 
20“ 7.5 7.1 6.55 .95 | 8.00 7.55 7.25 75 
10 “ 7.4 t7.0 6.20 1.20 | 7.70 t7.10 6.70 1.00 | 7.60 7.20 6.70 .90 
= * | 7.0 6.7 5. 80 1.20 | 7.40 6.90 6.35 1.10 | 7.30 t7 .00 6.50 .80 
See 7.35 6.85 6.30 1.05 | 7.20 6.90 6.40 80 
Ba ee 7.35 6.85 6.30 1.05 | 7.00 6.70 6.20 .80 
a og 7.30 6.80 6.25 1.05 | 6.80 6. 50 5.90 .90 
eee | 7.20 6.70 5.90 1.30 | 6.60 6.40 5. 50 1.10 
ln * | 6.30 6.20 4.80 1.50 


tRegulator set at 3 ft./hr. and 7 in. W.C.—Inlet pressure 10 lbs. 
tRegulator set at 3 ft./hr. and 7 in. W.C.—Inlet pressure 5 lbs. 


A COMBINATION METER-REGULATOR 


HE analogy of pressure control and 

the measurement of gas points to 
the very obvious reason why both taese 
functions should be performed in one 
unit. The Sprague Combination Meter 
and Regulator has been developed after 
several years of intense study by the 
Sprague Meter Co., Bridgeport, Conn. 
It is shown in Fig. 1. 

The regulator is shown in detail in 
Fig. 2, and typical performance data 
are given in Table No. 1; note the low 
lock-up, straight line performance, and 
wide range of primary pressures con- 
trolled. Expanded pressures are per- 
mitted to immediately equalize directly 
into the whole top of the meter, there- 
by accomplishing streamline flow and 
assuring positive and smooth secon- 
dary pressure control. 


The installation requires no more 
space than a conventional low pressure 
arrangement. It makes a more econom- 
ical, balanced and rigid installation 
with less fittings and joints, cutting 
down the possible sources of leakage. 
Sixty per cent more space can be used 
for other purposes in transportation 
units and storage areas. Pressure regu- 
lating portion weighs 78 per cent less 
than a conventional type regulator. In- 
corporation of the regulator into the 
meter top only increases the weight 


21% lbs. 


The meter number serves as an iden- 


tification medium for the unit, permit- 
ting records to be kept of the regulator 
as well as the meter at practically no 
additional cost for files, etc. Inspection 
and servicing becomes automatic with 
the periodic change period for the 
meter, thereby mitigating hazards from 
leaky diaphragms and dirty valve discs. 

Maintenance cost is low, as there are 
only four moving parts in the pressure 
regulating unit. Simplicity of design 
makes it possible to assemble the whole 
pressure regulating portion in three 


' minutes. 


Convenient and rapid inspection of 
valve assembly is provided; merely 
disconnect the meter inlet connection 
ring, and the valve plunger can be re- 
moved for the replacement of the regu- 
lator valve disc. 


When converting a low pressure dis- 
tribution system to semi-high or high 
pressure, by the use of the combination 
meter and regulator it is only neces- 
sary to change the meters, as the new 
combination unit fits into the same 
space and connections. No rearrange- 
ment of the piping or extra fittings is 
required; thus, considerable labor and 
material are saved. 

The unit can be installed regardless 
of the proximity of foundation walls, 
etc. No union connections are necessary 
on the high pressure service pipe. Also, 
since the regulator is an integral part 


of the meter, a saving of 30 per cent of 
space is effected by the use of the com- 
bination unit. 

The combination unit provides indi- 
vidual pressure control for each meter 


FIG. 1. Cut-away view of the Sprague 
Combination Meter and Regulator. 
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THE STANDARD OF THE INDUSTRY 


y & Time-O-Stat Gas Regulator pack- 
age, shown left above, provides lowered night 
temperature in a true economy gas control set. 
It consists of a silent solenoid gas valve, trans- 
former, T801A Time-O-Stat and all necessary 
fittings. This set permits night temperature to 
be controlled at any point between 45° and 
55° F. with automatic return of day temperature 


Y78 TIME-O-STAT GAS PACKAGE eae Rapaneaaieam Nee 
The Time-O-Stat Gas Package is a fuel 
saving control set at a price heretofore believed 
impossible — yet M-H quality throughout... 
Other gas control sets are available to meet 
every need, and priced accordingly. 
Minneapolis-Honeywell Regulator Company, 
2946 Fourth Avenue South, Minneapolis, Minn. 
Branches and distributors in all principal cities. 
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LIST OF PARTS 


. Regulator Casting 


I 11 

2. Diaphragm Dome 12. Fulcrum Arm 

3. Valve Dise 13. Fulcrum Arm Bearing 

4. Valve Connection 14. Vent Cap 

5. Valve Disc Holder 15. Diaphragm 

6. Valwe Guide Plunger 16: Valve Plunger Guide 

7. Cap for Dome 17. Standard Meter Ring 

8. Spring Adjustment 18. Improved Standard Orifice 
9. Regulator Spring 19. Gasket for Meter Connection 


— 
_. 
— 


. Diaphragm and Disc Pin 
Assembly 


SPECIFICATIONS 


Center to center of connectors — ~~. 
a PRR Ee a Lo a ae ee 
See: Ws, “SURI Ue inde cnssneseeticommmnneni 


Thickness, front to back —————...................... 


Width __ eohiatnetacith. SE. Sine atcecsssale- aaa «Mia x 


Proving head . Te he EE AL: BITE 
Teeth in top bedtiet 2 6 ge 
Cu. ft. per revolution . 


Capacity, cu. ft. 1/2 in. . WC. drop 1 ES ole ES B55 1 ED 


Capacity, cu. ft. | in. W.C. drop 


Capacity, cu. ft. 1 7/10 in. or 1 oz. drop .. Spots Sy 


Weight of unit (meter and regulator) . 


— 


*Seacilic gravity of gas .70 at 60° F., 30 in. of mercury. 


FIG. 2. Section of improved assembled regula'or. 


of the group, permitting adjustment of 
pressure most suitable for each custom- 
er, regardless of whether houseline 
is short or long or connected load is 
small or large. Due to the straight- 
forward method of connecting up the 
combination meter and regulator, con- 
siderably less valves and fittings are 
required. 


Gage used for setting valve 
to the proper height. 


. Diaphragm Plate (Use Two) 


The 1-A Sprague Com- 
bination Meter and Regu- 
lator is furnished with 
mercury seal if desired. 
This seal requires a mini- 
mum amount of mercury 
and is provided with a 
secondary gathering cham- 
ber of ample size to re- 
cover the mercury and al- 
low it to return to the well 
after venting. Thus, upon 
completion of the flow, 
the flow of gas is sealed 
at a point close to its in- 
itial setting. 

The combination meter 
and regulator is assembled 
and tested in nearly the 
same manner as the regu- 
lar meter with the excep- 
tion of the additional 
parts being installed in 
the top casting at various 
stages of the assembling 
and testing. The center 
bracket assembly, valve 
seat gasket, valve seat, 
crank and valve cover are 


+ 1/2in, installed in the center cast- 
a in. ing in the usual manner. 
97/16in. The fulcrum arm plug, 
Yes valve plunger guide and 
int top bracket are installed 
— 2223 in the combination top 


32 1/4]bs. casting before it is placed 
| on the center casting. The 
balance of the small parts 
and the cover casting are 
left off the meter until af- 
ter further routine tests. 
The assembly of the diaphragms 
complete, front and back castings are 
made in the usual manner, after which 
the meter has heat applied to the 
flanges and the case screws tightened. 
A steel plate, with a gasket cemented 
to the under-side of the plate, is at- 
tached to the combination top by means 
of the regular screws in place of the 


804 FOREST STREET 


DISC-OPERATED CONTROLS 


for all types of gas appliances 


With Klixon Gas 
you have simple, 
action. You are not troubled gas valves, thermostats, pilot 
with magnets, toggles, relays shut-off valves, and many 
or other complicated parts. others. Write for complete 
You eliminate valve stick- catalog. 

ing, chattering, humming or 
ambient troubles. You avoid 
service difficulties and cut 
your installation costs. Made 
for all types of gas appli- 
ances, there is a full line of 


Controls Klixon disc-operated con- 
positive trols — electrically-actuated 


FOARE MASE B46 04.008 ort 


SPENCER THERMOSTAT CO. 
ATTLEBORO, MASSACHUSETTS 
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cover casting. Now the meter is ready 
to be tested in a tank of water for any 
leaks that may be in the castings. 

After the meter passes the tank test, 
the steel plate is removed. The fulcrum 
arm, fulcrum arm plate, pin, dia- 
phragm tins, diaphragm leather, cap 
and screw are assembled as a unit, and 
then this assembly is installed in the 
combination top. The cover casting is 
put on the top and screwed tight to 
prevent leakage. 


The meter is low-light tested in the 
usual manner to be sure the meter will 
register a very small flow. 


Proving Procedure 


The meter is proven in the regular 
manner — temperature, humidity and 
the other factors being given the usual 
consideration which is customary in 
the respective meter shops. 


After the meter has been proven, the 
valve plunger assembly, swivel with 
orifice installed, connection nut, adjust- 
ment spring, and adjustment screw are 
installed in the combination top and 
cover castings. 


An adjustment screw and lock nut, 
which carries the valve cap, is provided 
at the top of the valve plunger to ob- 
tain the desired lock-up adjustment. 
The adjustment spring may or may not 
be used in setting the valve cap adjust- 
ment to obtain the lock-up adjustment. 


The valve cap adjustment on the 
valve plunger should be so adjusted so 
that when the meter and regulator is in 
normal operation the adjustment screw 
should not be less than 1 in. below the 
top of the top cover casting in order to 
have the adjustment spring in its most 
effective position and working range. 


The adjustment for the outlet pres- 
sure is similar to the adjustment of 
any spring-type regulator. To obtain a 
higher outlet pressure, the adjustment 
screw must be screwed down; if a 
lower outlet pressure is desired, the 
tension on the adjustment spring must 
be decreased. A pounds’ pressure gage 
may be used with a pressure tap con- 
nection ahead of the swivel which car- 
ries the removable orifice. Any conven- 
ient means of making a pressure tap 
connection at the outlet of the meter 
may be used to obtain the outlet pres- 
sure reading of the meter, which pres- 
sure is in inches water column. 


Now the adjustment screw cap is put 
on the cover, a cork plug placed in the 
vent, connection nut, washer and tin 
put on the outlet hub and a tin cap 
screwed on the inlet swivel which 
carries the orifice. 

The meter is now ready to be placed 
in service or storage, unless sealing 
devices are required. 
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BACKS UP YOUR PROMISES § 


of the DEPENDABILITY 
of HEATING by GAS... 


THIS LASTING 
FLUE PIPE! 


See a ee 


VIRTUAL FREEDOM FROM MAINTENANCE is an 
important advantage of J-M Transite Flue Pipe. The 
dependable venting service this pipe assures keeps cus- 
tomers sold on the convenience of gas heating. 


VERY DAY you’re selling new cus-- 


tomers on heating by gas... and 
your big sales story is the reliability of 
this modern convenience. 


The only way to make the service 
100% satisfactory, however, is to be 
sure that all the materials used can be 
counted on for long, trouble-free serv- 
ice. And when it comes to venting 
systems, it will be worth your while to 
make a complete check-up on J-M 
Transite Flue Pipe. You'll find that 
this material provides the durability 
and virtual free- 
dom from repairs 
and replacements 
that keep custom- 
ers sold. 


working quarters. 


Made of asbestos and cement, J-M 
Transite Flue Pipe is weatherproof and 
unusually resistant to corrosive fumes. 
Its low heat conductivity minimizes 
the temperature drop in stacks. . . low- 
ering the amount of condensation in 
the flue and improving draft. Approved 
by the National Board of Fire Under- 
writers, this unusual material cannot 
burn, considerably reducing fire hazard. 


With all its advantages, Transite 
Flue Pipe is surprisingly low in cost. 
And it is light in weight, easy to handle 
and assemble, even in cramped working 
quarters. The new Transite Flue Pipe 
manual tells the whole story. For your 
copy, write Johns-Manville, 22 East 
40th Street, New York City. 


THIS FREE BOOK is a 20-page manual designed to 
answer all your venting problems. It contains detailed 
drawings of many varied types of installations... com- 
plete information on sizes, weights and prices. 


Johns-Manville TRANSITE FLUE PIPE 


A COMPLETE RANGE of sizes and full 
line of fittings make installation a rela- 
tively simple matter even in cramped 


1 & 
ASBESTOS-CEMENT in com- 
position, J-M Transite Flue Pipe 
is weatherproof and highly re- 
sistant to corrosive fumes. Its 
low conductivity minimizes the 
temperature drop in stacks... 
lowering the amount of con- 
densation in the flue and im- 
proving draft. 
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Natural Gas Men Will Meet 


In Tulsa, Okla, May 8-—lI1 


HE annual convention of the Nat- 

ural Gas Section of the American 
Gas Association will be held in Tulsa, 
Okla., May 8-11. Headquarters will be 
at the Mayo Hotel. 

Assisting with arrangements being 
made for conven- 
tion visitors are 
three Tulsa gas 
companies— Okla- 
homa Natural Gas 
Co., Public Service 
Co. of Oklahoma, 
the Central States 
Power and Light 
Co.—and the Cities 
Service Gas Co. 
and C. E. Burlin- 
game Properties, 
Inc. of Bartlesville. 

General sessions 
will be presided over by Thomas R. 
Weymouth, vice-president of Columbia 
Gas & Electric Corp., New York, and 
Elmer F. Schmidt, vice-president of 
Lone Star Gas Co., Dallas, who are 


E. H. POE 


chairmen and vice-chairmen, respec- 
tively, of the Natural Gas section of 
the American Gas Association. E. Hol- 
ley Poe is secretary of the section. 

Featured on general sessions are 
Louis Ruthenburg, president of Servel, 
Inc.; William A. Dougherty, counsel 
for Standard Oil Co. (New Jersey), 
New York; Paul Taylor, vice-president 
of Stone & Webster Corp.; Conrad N. 
Lauer, president of the American Gas 
Association and of the Philadelphia 
Gas Works; Edward R. Guyer, presi- 
dent of the Association of Gas Appli- 
ance and Equipment Manufacturers, 
and vice-president of Cribben & Sexton 
Co., Chicago. 

The conferences have equally dis- 
tinguished speakers. At the accounting 
conference L. L. Dyer of Lone Star Gas 
Co. will speak on “The Effect of the 
New Classification of Accounts on Nat- 
ural Gas Production Accounting.” On 
the same day, Monday, Percy Hall, 
vice-president of Manufacturers Trust 
Co., New York, will address the domes- 


THE METROTHERM agiustavie tea: 


Acceleration; Low Thermal Inertia; Positive Snap- 
Action; Accurate Bimetal Thermometer; High 


Degree of Visibility; Silver and Chrome Finish. 


GENERAL G@aCONTROLS 


450 EAST OHIO STREET 
CHICAGO, ILLINOIS 
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NEW YORK CITY 
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tic gas sales conference on the subject 
of “Financing the Dealer.” 

“Reaching the Summer Air Condi- 
tioning Market Through the 1938-39 
Developments in Gas Equipment” is 
the subject to be handled by Charles R. 
Bellamy, of Columbia Gas & Electric 
Corp., New York, on the Industrial 
Gas Sales program. 

Technical subjects in the Transmis- 
sion and Production meetings have 
been assigned to outstanding technical 
men, some of whom are C. P. Parsons, 
vice-president of Halliburton Oil Well 
Cementing Co., Duncan, Okla.; Regi- 
nald Burdick, chief engineer, Southern 
Natural Gas Co., Birmingham; and 
John Clark, of Hope Natural Gas Co., 
Clarksburg, W. Va. 

In addition to the above program 
the Home Service section has planned 
a session, and some time will be given 
to discussion of employe education and 
accident prevention. 

= 8s 


Showmanship is Essential 
In Selling the CP Range 
(Continued from Page 28) 
grid and the bottom of the broiler pan. 
He inverts the glass and places it over 
the top of the candle flame, and it is 
extinguished almost immediately. With 
the blow torch and the paper funnel, 
he can carry the demonstration fur- 
ther by showing how the broiler flame 
on gas ranges consumes smoke. 
This dramatized sales effort is cred- 
ited with helping produce a 58 per 
cent increase in range sales in January 
of this year over the corresponding 
month of last year. The sales force 
was reorganized in December and more 
emphasis placed on specialty selling. 
The first month’s sales are extremely 
gratifying and show the largest vol- 
ume for any January in the last 10 


years. 
= «8 


R. L. Fisk Joins General 
Gas Light in New York 


Russell L. Fisk, formerly New York repre- 
sentative of Bastian-Morley Co., has joined 
the New York organization of the General 
Gas Light Co., according to R. E. Polk, 
eastern manager. 

An overseas veteran of the World war, 
Mr. Fisk first entered the gas industry in 
1921 as New York representative of the 
Lovekin Water Heater Co. 


Agnes M. Gleason Dies 


Agnes M. Gleason, in private life Mrs. 
William D. Murphy, formerly secretary of 
American Gas Journal, Inc., died at her 
home in New York, March 13. 

Mis; Gleason started work for the Journal 
as a bookkeeper in 1916. Four years later 
she was elected secretary. of the corporation, 
which position she held for 18 years. 
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D URING the period from April 1 to May 31, the Pacific Gas and Electric 
Company will collaborate with that section of the industry interested in 
AUTOMATIC GAS WATER HEATERS. 


As worked out in conference with the manufacturers, distributors and 
the Master Plumbers Association, the normal trade-in allowance of $5 will 
be increased to $12—the difference being paid by the manufacturers and 
the P. G. and E. 


The P. G. and E. will also provide $30,000 worth of advertising. This 
will commence with the publication of two big newspaper advertisements 
in April, to be followed in May by three more advertisements and a gen- 
erous amount of poster, mail and billboard advertising. 


For more complete information, be sure to read the official campaign 
bulletins to be sent on or about April 1. 


P.G-E: 


PACIFIC GAS AND ELECTRIC CO. 


G 204-439 
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Factors to Consider in Operating 


a Liquefied Petroleum Gas Service 


E Seay throughout the United 
States, many energetic, ambitious 

businessmen are looking at the 
bottle gas business with an idea of go- 
ing into it. The stories of successful 
operators have been an incentive for 
men to plunge into the bottle gas busi- 
ness and begin to find out many of the 
answers and problems after they go 
into it. 


These problems, had they been care- 
fully analyzed before going into busi- 
ness, would in many cases save end- 
less hours of effort and thousands of 
dollars of expense. In this discussion 
our reference to going into the bottle 
gas business does not mean from a 
dealer standpoint or from a sales 
standpoint, but from the standpoint of 
an operator purchasing cylinders, 
building a fill plant, owning and oper- 
ating a marketable bottle gas set-up. 

I might say that, in my own par- 
ticular case, I came into the bottle gas 
business with possibly as little knowl- 
edge of the business as anyone who 
ever approached the industry. Knowl- 
edge of bottle gas as a prerequisite for 
successful operation, in my opinion, 
is unnecessary; but a thorough knowl- 
edge of economics, law, merchandising, 
salesmanship, advertising, accounting, 
personnel management, transportation, 
and finance is most essential. 


Setting the Selling Price 


Putting propane gas in a steel con- 
tainer is a simple process mechan- 
ically. The cost of the gas is rela- 
tively small, and the cost to the con- 
sumer on first thought may seem rela- 


@ OTTO H. KOHL, Bupane Gas Co., Cedar 
Rapids, Iowa, in a paper, “Bottled Gas as 
a Business.” presented before the Eighth 
Annual Convention of the Liquefied Pe- 
troleum Gas Association, Inc., Biltmore 
Hotel, Oklahoma City, Okla., February 
20, 21 and 22, 1939.—{Abstract by G A 5). 


tively high. This spread between cost 
of the gas and selling price to the 
consumer has fooled many a specula- 
tive operator. He believes that it is 
possible to make the difference be- 
tween cost and sale as a profit, forget- 
ting the hundreds of various items in 
overhead required to render a utility 
service, such as is bottle gas operation. 
If this spread is too close, poor service 
to the consumer is a result. Also, many 
operators fail to take into considera- 
tion the necessary costs of overhead 
due to poor accounting, and the neces- 
sary profit to make proper amortiza- 
tion of equipment costs. Too little mar- 
gin of profit is often allowed to per- 
mit a sound advertising program or to 
permit proper promotional sales ex- 
pense, and oftentimes transportation 
costs are not equalized between vari- 
ous customers. And without a proper 
margin for dealer profit, it is impos- 
sible for the dealer to become enthused 
to the point of doing a good job. 

A successful. bottle gas operation 
requires not only a thorough knowl- 
edge of mechanics and of the eco- 
nomics of advertising, salesmanship, 
and finance but also the administration 
of an unusual sales promotional pro- 
gram. Most new operators believe that 
the problem is quite simple, and that 
one has merely to put liquefied gas in 
steel containers and sell at a price less 


than that which the present operators 
are forced to charge in order to make 
an adequate return. 

These problems seem simple to 
solve, but the newness of the bottle 
gas industry has made it difficult to 
collect reliable engineering data ap- 
plicable to specific problems. The first 
big decision that a bottle gas concern 
must make is whether to go directly to 
the consumer or through a dealer or- 
ganization. 


A Two-Group Market 


When a bottle gas concern markets 
directly to the consumer, the field of 
operation is necessarily limited but the 
margin of profit is measurably in- 
creased. In distributing through a 
dealer organization, the cost of build- 
ing a dealer group runs into consider- 
able effort as well as money. The mar- 
ket today is very clearly divided be- 
tween two large groups, one the ma- 
jor companies operating exclusively 
on a leased equipment basis and the 
other, the independent operator. The 
lease method, of course, has the ad- 
vantage of being able to exercise some 
small measure of control over the trade 
mark business to the consumer, and 
from the consumer’s standpoint as- 
sures him of adequate service requiring 
a minimum investment. Large sums are 
necessary to finance the cylinder in- 
vestment as is also an accurate ac- 
counting system designed to keep track 
of the equipment and cylinders and to 
take care of amortization and loss on 
these cylinders and equipment. 

The other great class of operators 
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comprises the independent or indivi- 
dual operators who build their storage 
tanks, buy their cylinders and in most 
cases attempt to get out of the con- 
sumer, if not the entire cost, at least 
enough of the cost so that the profit of 
the first gas sales eliminates the ex- 
pense of the first equipment and cylin- 
ders. The disadvantage of this whole 
program is that in order to meet com- 
petition, dealers must cut their price 
or profits on gas burning equipment or 
cut their price of gas which causes 
unusual trade conditions. 


In many cases, dealers for private 
bottle gas concerns buy their gas 
wholesale for much less than they 
could from the larger companies, but 
in turn they must sacrifice appliance 
profits in order to be competitive 
with the larger company’s original 
total sale due to equipment costs. After 
the original sale, due to this longer 
margin of profit on the gas, the dealers 
often make price reductions which 
cause considerable trade disturbances 
and which in turn are uncontrollable 
at all times by the parent company. 
Many times the independent operator 
who does not have a good accounting 
system to measure his costs of doing 
business discovers after a short but ex- 
citing growth that his future opera- 
tions are shackled and that sometimes 
his very existence in a business way is 
jeopardized by actual money losses 
or at least in many cases results in very 
meagre profits. He does not realize at 
the outset the terrific overhead neces- 
sary to render this type of service 
which is entirely different in cost from 
a merchandising proposition, where 
the difference between buying cost and 
selling cost represents a gross profit. 
In a service sale the cost of service is 
always greater than a merchandising 
service cost. 


Advertising Essential 


Many independent operators, due to 
their cylinder investment are unable 
to offer their dealer organizations the 
healthy sales promotion and advertis- 
ing cooperation necessary to make it 
possible for their dealers to put across 
a strong local program on sales. 

In this day of high-powered mer- 
chandising and advertising, it is nec- 
essary in order to identify any prod- 
uct, to use radio advertising. Bottle 
gas and bottle gas appliances are very 
materially affected in their sale by 
well planned, pre-selling advertising 
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programs, either by radio or by daily 
newspapers, covering the rural sections 
where bottle gas is most salable. 

Of all the concerns, both indepen- 
dent and major companies, in the 
bottle gas business today, there is very 
little to offer by one over another, out- 
side of service and sales ingenuity. The 
operator with a well-schooled dealer 
organization in service, generally 
speaking, has the advantage. The bottle 
gas operator going to the consumer 
with direct service responsibility usu- 
ally does a much more concentrated 
and better service and selling job than 
the average bottle gas dealer. 

The industry is a new industry and 
many careless, hasty polities have been 
adopted, which later had to be 
changed. Many concerns have started 
with nothing but a pirate philosophy of 
operation, depending on their price to 
steal the existing customers’ gas load 
from other concerns, only to find that 
they are either being met in price by 
the other concerns or that they do not 
make a profit. Many new operators get 
into the business without the necessary 
equipment to get and hold new deal- 
ers and new customers, either through 
lack of pre-selling by definite, direct 
advertising methods or by lack of re- 
tail outlets sufficiently well-schooled 
in salesmanship to actually create de- 
sire in their sales work to the extent 
of making new bottle gas consumers by 


65 


the sale of new appliances. These con- 
cerns usually start and grow quite 
rapidly about so far and then become 
buried in the maze of these perplexing 
and costly problems. 

Liquefied petroleum gas service is a 
new industry and precedents are few. 
Only 10 years ago, in 1928, did the 
bottle gas industry first sell a million 
gallons of propane in one year. In 
1938 just 10 years later, a number of 
individual companies actually sold as 
much as the entire industry did 10 
years ago. 


Cylinders Standardized 


Utilization equipment cylinders in 
particular, have become fairly well 
standardized. The method of distribu- 
tion and sales varies as to the degree 
of ingenuity of the individual opera- 
tor. Many operators plunge into the 
industry without a thorough knowl- 
edge of their responsibility or liability 
in the case of ownership of cylinders. 
Some operators in an attempt to solve 
their cylinder investment problem have 
sold the cylinders to dealers, thus at- 
tempting to avoid a responsibility as 
well as a liability by passing it on to 
the local dealer.. They next discovered 
that this dealer, when he owned his 
own cylinders and was assuming the 
financial responsibility as well as the 
hazardous liability, became quite price 
conscious and went shopping to see 


An appliance display of the Bupane Gas Company, distributor of liquefied petroleum 
gas service at Cedar Rapids, lowa. 
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No. S. P.-15 Barber Burner 
with Safety Pilot 


Any gas-burning appliance can be equipped with | 
a Barber Burner with special drilled jets to meet | 
the requirements of Butane Gas. Servicing and | 
backfiring are eliminated. There’s a proper, re- | 
liable Barber unit for every size and type of | 
appliance —- and Barber means top efficiency. | 
Write for complete literature, prices and dis- | 
counts on the Barber line of Conversion Burners, 

Appliance Burners, Controls and Regulators. 


The Barber Gas Burner Co. 


3704 Superior Avenue Cleveland, Ohio | 
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who would fill his cylinders the cheap- 
est. This, in the long run, left the 
operator without a volume of gas busi- 
ness or source of outlet to consumer 
over which he exercised any definite 
degree of assurance that the business 
would be retained if he rendered a 
competent service. 

Here in lowa the competitive situa- 
tion in many cases between various 
operating companies and their dealer 
outlets has been so tense that while 
the customer in most cases received an 
excellent bargain, the fierceness of com- 
petition in several cases left him with- 
out a source of supply due to the finan- 
cial inability of his source of supply to 
operate because of the low margin of 
profit. This lesson, however, having 
been learned, the industry should re- 
vert to a profitable basis whereby the 
consumer can be assured of prompt 
service, the dealer of a reasonable prof- 
it, and the operator of enough profit 
so that merchandising and advertising 
cooperation can be offered the dealer 
and he can as well realize an earning 


consistent with his investment. 
= 8s 


New Bottled Gas Company 
Organized in Sparta, Ill. 


A new gas bottling and distributing com- 
pany has been formed at Sparta, Ill., under 
the name of the Pur-O-Pane Gas Co. George 
F. Eiker is general manager of the bulk plant 
and office, and G. W. Chapman is general 
sales manager with offices in Sparta and 
Cape Girardeau, Mo. 

The propane gas will be distributed by the 
company throughout southern Illinois, Mis- 
souri and parts of Kentucky and Tennessee. 
The company will also sell gas appliances. 

os e 


New Butane Co. Installs 
Plant in St. John, Ariz. 


A liquefied petroleum gas bulk plant, con- 
sisting of two 15,000-gal. tanks, is being in- 
stalled in St. John, Ariz., by the A. and B. 
Schuster Co., who have recently entered the 
gas business. The gas will be delivered to 
the plant in railroad tank cars. According to 
Fred Schuster, several thousand dollars will 
be spent for equipment to store and deliver 
the gas to customers. 

s & 


Butane Company Organized 


The Blu-Flame Gas Co., Inc., a new bu- 
tane firm, has been established in Troup, 
Texas. The company will sell butane plants, 
appliances and butane gas. The systems 
range from 100-gal. to 1000 gal. in size. 

Alton A. Ashby is president of the com- 


pany. 


Vapo-Gas Co. Names Head 


George T. Platt has been appointed man- 
ager of the Vapo-Gas Sales and Appliances 
Co. of Austin, Texas. 
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Oklahoma Liquefied Gas 
Men Present Safety Bill 


OMMITTEES representing manufac- 

turers and dealers in liquefied petro- 
leum gas and equipment, March 21, com- 
pleted a bill for presentation to the Okla- 
homa Legislature to regulate the safe stor- 
age and handling of such gases. 

Section 1 of the bill defines the term, 
“liquefied gases.” Section 2 provides that 
the Corporation Commission shall promul- 
gate and enforce regulations for the design 
and construction of containers, systems and 
pertinent equipment for the storage and 
handling of liquefied gases and the “loca- 
tion, installation and operation thereof.” 

The regulations also will cover the de- 
sign, construction and operation of automo- 
bile tank trucks and tank trailers for trans- 
portation of liquefied gases and the design 
and operation of equipment for the use of 
such gases as fuel. 

The bill provides that the regulations shall 
substantially conform to the regulations of 
the National Board of Fire Underwriters, as 
recommended by the National Fire Protec- 
tion Association. 

The committee which prepared the bill is 
composed of A. L. Tucker, The Southwest 
Factory, chairman; Leslie Olson, Black, 
Sivalls & Bryson, Inc.; Furber Smith, Okla- 
homa Testing Laboratories, all of Oklahoma 
City, and A. H. McAlpine, Oklahoma City 
fire chief. The committee which presented 
the bill to the Governor, Corporation Com- 
mission and members of the Legislature for 
suggestions and approval is composed of 
A. L. Tucker, chairman; B. O. Underwood, 
The Boardman Co., and G. R. Raymond, 
Black, Sivalls & Bryson, Inc., all of Okla- 
homa City. 
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Veterans Hospital in N. M. 
To Be Served Natural Gas 


The Lea County (N. M.) Gas Co. will 
soon begin construction of a natural gas 
pipe line from Hurley, N. M., to the U. S. 
veterans hospital at Fort Bayard. The new 
line will be an extension of the company’s 
present Silver City-Hurley pipe line. The gas, 
which will be used for heating purposes at 
the hospital, is to be purchased from the EI 
Paso (Texas) Natural Gas Co. 

C. C. Tucker, vice-president and general 
manager, represented the Lea County Gas 
Co. in the negotiations. 


Standard Gas & Electric Co. 
Moves Offices to New York 


Bernard W. Lynch, president of Standard 
Gas and Electric Co., Chicago, has announc- 
ed that after April 1, 1939, the offices of the 
company will be at 420 Lexington Ave., 
New York City. 

The company’s annual report is now being 
prepared for distribution to stockholders. 


Chillicothe to Have New 
Liquefied Petroleum Plant 
A new liquefied petroleum gas plant is 


to be installed in Chillicothe, Mo., by the 
Missouri Public Service Corp., Warrens- 
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burg, Mo., according to a recent announce- 
ment by W. B. Head, president. The new 
gas will have a B.t.u. of 570, and will re- 
place the carbureted water gas now in use. 
The company will begin immediately to put 
in new appliance burners, and expects to 
complete the changeover by April 30. 
2 a 


Ballantyne Heads Bupane Co. 


Robert L. Ballantyne of Waterville, Kan., 
has been appointed manager of the lowa 
City branch of the Bupane Gas Co., succeed- 
ing D. W. Hastings, who is now in charge of 
the retail sales division of the Cedar Rapids 
office. Mr. Ballantyne was formerly territory 
salesman for the company in western lowa, 
Nebraska and Kansas. 


HE continued specification, year 
after year, of cylinders made 
by Pressed Steel Tank Company 
proves the satisfactory service 
which they are performing in the 
gas industry. Hackney’s more than 
35 years of precision manufactur- 
ing experience enable the produc- 
tion of cylinders dependably uni- 
form in strength and capacity. 
The carefully guarded proper bal- 


HACKNEY ASSURES 
UNIFORM STRENGTH 
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Northern Indiana Public 
Service Re-elects Officers 


Dean H. Mitchell, of Hammond, Ind., was 
re-elected president of the Northern Indiana 
Public Service Co. at a meeting of the board 
of directors following the annual meeting of 
stockholders here. 

All other officers were also re-elected. 


Knackstedt Heads Butane Co. 


E. K. Knackstedt, formerly district man- 
ager of the Nebraska Gas Fuel Co., has been 
named president of the Nebraska Butane Gas 
Co., Inc., whose offices are at Fremont and 


Ogallala, Neb. 


AND CAPACITY 


ance between maximum strength 
and minimum weight assures low 
cost shipping and handling. There 
are several types of economical 
efficient Hackney containers for the 
storage and shipping of Propane 
and Butane and Propane-Butane 
mixtures. 

Be sure to have complete inior- 
mation about Hackney containers. 
Write for full details today, there is 
no obligation. 


PRESSED STEEL TANK COMPANY 


208 S. La Salle St., Rm. 1185, Chicago 
666 Roosevelt Building, Los Angeles 


Contacners for Gases, Liquids and Solids 


1363 Vanderbilt Concourse, New York 
1463 South 66th Street, Milwaukee 
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CP Boosted at Eastern 


Gas Sales Conference 


ETTER sales weapons, better 
trained supervisors who know 
how to make the most of their market 
potentialities and men, and better hu- 
man understandings between manage- 
ments and employes were the program 
highlights of the Eastern Natural Gas 
Sales Conference March 2 and 3, at 
the Roosevelt Hotel, Pittsburgh, under 
the general chairmanship of R. E. 
Williams, Binghamton Gas Works. 
As keynote speaker, F. X. Mettenet, 
Chicago, chairman of the A.G.A. 
commercial section, called for accurate 
local market studies to determine ap- 
pliance sales potentials and stated the 
need for supervisory as well as sales- 
men’s training to meet the intensive 
fuel competition of today, especially 
in the new construction field. “As new 
construction goes, so goes the gas in- 
dustry,” he said. This thought was 
echoed by H. Leigh Whitelaw, New 
York, in his address, “Gas Heating 
Equipment Available for New Homes,” 


The need for the CP range was ably 
presented by Frank M. Houston, Roch- 
ester, chairman of the A.G.A. domes- 
tic range committee in his address, 
“Gadgets, Women and Ranges.” “The 
gadgets of today are the necessities of 
tomorrow,” said Mr. Houston in dra- 
matically urging all present to accept 
the CP range as the finest sales wea- 
pon the gas industry possesses. He 
also showed the new CP sound slide 
film and the CP Ranger slide film. 
Further CP endorsement came from 
the Home Service forum over which 
Hulda Ungericht, The Ohio Fuel Gas 
Co., presided and in which Flora G. 
Dowler, Binghamton Gas Works, and 
Ruth Acton, Dayton Power and Light 
Co., participated. Miss Dowler told 
of their success in converting obsolete 
gas equipment in four Binghamton 
schools to modern gas equipment, and 
the successful results in getting gas 
equipment into the laboratories of 
three new schools. A highly interesting 
presentation of the CP range as it is 


A PRODUCT OF FORTY YEARS’ 
EXPERIENCE—— 


Fulton Duplex Sensitive 


1. Extremely accurate control of 
either natural or manufactured gas. 
Reduction of frictional surfaces, and 
extraordinary 
diaphragm area give assured deli- 
cacy of operation. 


2. Immunity of regulator to chemical 
action of manufactured gases. 


3. Easy, quick installation. No trouble- 
some accessories. 


W rite for Bulletin 1142, which gives 


Gas Governor 
Provides. 


enlargement of 


complete description. 


The CHAPLIN-FULTON MFG.CO. 
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made in the Food Institute meetings 
sponsored by the Ohio Fuel Gas Co. 
was given by Louise MacFarland. A 
skit, originally prepared by the Michi- 
gan Consolidated Gas Co., Grand 
Rapids, and produced for this con- 
ference by Mrs. A. Boyd Ralph, en- 
titled, “Actions Speak Louder Than 
Words,” was well done and amusingly 
further emphasized the merits of CP. 


Walter C. Beckjord, vice-president, 
A.G.A., in his address, “Gas in New 
Homes and Housing Developments,” 
after reviewing progress to date, took 
the occasion to review the competitive 
situation. Gas heating can command a 
premium of 10 to 20 per cent over 
coal and 5 to 10 per cent over oil. 
A 7 to 8c per therm rate will success- 
fully meet anthracite coal competi- 
tion, while 5 to 6c per therm is ade- 
quate for soft coal competition. 


The CP range and the stimulus of 
national advertising were credited by 
Ada Bessie Swan, Woman’s Home 
Companion, for the greater editorial 
interest now being shown by women’s 
national magazines, in describing the 
efforts of her own publication to edu- 
cate women in the benefits of modern 
kitchen planning. 


Summing up, E. M. Tharp, vice- 
president, the Ohio Fuel Gas Co., re- 
duced the whole problem of selling 
gas service to one of a more complete 
understanding of human relationships 
both within and without the gas com- 
pany. “It is management’s responsibil- 
ity to write complete specifications on 
every job in its organization,” he said, 
“in order that every employe can 
know where he is headed, and thereby 
reduce disatisfaction both with his job 
and his company to the minimum. We 
are firm believers in employe training, 
and all of us go to school voluntarily 
at least once a week to improve our- 
selves and our company.” 

Christy Payne, Jr., Pittsburgh, and 
OQ. J. Haagen, Columbus, presided at 
the Thursday afternoon and Friday 
morning sessions respectively. Mem- 
bers of the Eastern Natural Gas Sales 
Council are R. E. Williams, chairman; 
Christy Payne, Jr., vice-chairman; V. 
L. Black, Pittsburgh; F. S. Dewey, 
Cincinnati; O. J. Haagen, Columbus; 
L. M. Holmes, Dayton; W. L. Hutch- 
inson, Pittsburgh; Geo. W. Keith, Port 
Allegheny; G. L. Scofield, Buffalo, 
and J. W. West, Jr., secretary, A.G.A., 
New York. 


Bird Manages Sudan Gas Co. 


R. E. Bird, formerly of Littlefield, Texas, 
has been appointed local manager of the 
West Texas Gas Co. at Sudan, Texas. 


pen gs bata iis sags : ag 
gach. > taht Mee eee la # 


GAS-April 1939 69 


COOPER i | ILDING 


tae al re .*\ ' é 
penton” hee sounarar cred a ae = Sas 
™ uw? e err 
7 t 

THIS thrilling GAS EXHIBIT” 


‘Treasure ISLAND has risen from the waters of San Francisco Bay to become one 


of the most beautiful Exposition sites ever created. © After previewing the Gas Exhibit 


home — tal 
; : : é western women.Fair ager ally a + Feb. 18 


in the Homes and Cardens Building, Mrs. Carolyn Pryce said: “As a home maker long 
familar with the advantages of gas fuel, | urge every Exposition visitor to see the 
fascmating exhib of the Cas Industry. It is beautiful, colorful, entertaining brim- 
ming with new and practical ieas for your home.” ® Features include: seven model 
kitchens on a huge revolving stage — newest gas apphances operated by 
“unseen hands”—free counsel on kitchen design and home planning—the 
miracle of “freezing with heat”—a “phantom” automatic gas water 
heater—and many other modern marvels. © Your Gas Company extends a 


cordial invitation to “see for yourself.” This great exhibit is yours to enjoy. 


DO THE 4 BIG JOBS 


COOKING « HOUSE HEATING « WATER HEATING + REFRIGERATION 
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| rw. G. A. COMMITTEE 
‘ H. L. Farrar, President A.C. Joy, P. G. & E. 
Clifford Johnstone, Managing Dir. de J. S Spaulding, So: Calif. Gas Co. 
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Stop Pitting 


On Your Pipe Lines! 


You can stop the loss of metal on 
your pipe lines with No-Ox-Id and No- 
Ox-Idized Wrappers. No-Ox-Id acts in 
two ways: (1) mechanically, to protect 
the pipe against exterior destructive ac- 
tion upon the film and (2) chemically, 
to inhibit all chemical or electro-chemi- 
cal corrosion under the film. 

No-Ox-Id is built in many consisten- 
cies and combinations of coatings to 
meet your specific requirements. It may 
be applied by the hot or the cold meth- 
od—by machine or by hand. Write for 
information. 

DEARBORN CHEMICAL COMPANY 
310 South Michigan Ave., Chicago, Ill. 


Los Angeles 


NOQYX'1D Fes 
IRON: RUST 


San Francisco 


The Original Rust Preventive Mpzasuiacuuese 
SUtter 8688 


Line up for profits in ‘39 


ASER 


GAS ‘HEATING EQUIPME 


NEEDS NO BASEMENT 
Fraser Cabinet furnace— 
fan and filter equipped— 
rapid delivery of heat—— 
easy installation—get ex- 
tra business with this unit! 


ALSO— 
@ TUCK-A-WAY FURNACES 
@ BASEMENT FURNACES 
@ FLOOR AND WALL FURNACES 
@ CIRCULATING HEATERS 
@ FURNACE FANS AND FILTERS 


IT PAYS YOU TO SELL AND INSTALL 
THIS SUPERIOR EQUIPMENT 


MANUFACTURED BY 
FRASER FURNACE CoO. 
STOCKTON, CALIFORNIA 


DISTRIBUTORS 


H. R. BASFORD COMPANY _ 
425 Second St. 911 S. Grand Ave. 
San Francisco Los Angeles 
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George Rector, bon vivant and world authority on cookery, who will act as host at the 
industry's gas exhibit at the New York World's Fair, was a luncheon guest and speaker 
at the annual spring technical conference of the Pacific Coast Gas Association, meeting 
in the Southern California Gas Co. building. Los Angeles, on March 24. Over 160 gas 
company executives, engineers and manufacturers’ representatives were present. 


VER 175 gas men from all sec- 
tions of the Pacific Coast area 
gathered in Los Angeles on March 23 
and 24 to attend the Annual Spring 
Technical Conference of the Pacific 
Coast Gas Association. Sessions were 
held under the direction of General 
Chairman of the Technical Section 
Harold G. Laub, Southern California 
Gas Co., in the Southern California 
Gas Co. building. 

High spots of the two-day confer- 
ence, besides the many excellent tech- 
nical papers presented before the ses- 
sions, were two. First of these was the 
appearance as guest speaker at the Fri- 
day luncheon of George Rector, inter- 
nationally famous bon vivant and res- 
taurateur. who will act as the indus- 
try’s official host at the Court of Flame 
for the duration of the New York Fair. 
The second was the revealing discus- 
sion given by Dr. Irving P. Krick, asso- 
ciate professor of meteorology, Cali- 
fornia Institute of Technology, in pre- 
senting his topic, “Three Dimensional 
Weather Analyses.” “Dr. Krick has ob- 
tained an enviable reputation, not only 
in Southern California, but throughout 
the nation,” said Chairman Laub, “as 
a prognosticator of weather conditions. 
His opinion on weather conditions is 
sought by the gas company in deter- 
mining gas load demands.” 

The Transmission, Distribution, and 
Utilization committees met in parallel 
sessions on both Thursday morning 


P. C. G. A. Holds Technical 
Meeting in Los Angeles 


and afternoon, while the Transmission 
and Distribution groups continued their 
activities with a Friday morning ses- 
sion. The meeting was closed with a 
general session Friday afternoon. 

Speakers at the General Session, 
other than Dr. Krick, were E. D. Howe, 
assistant professor of mechanical engi- 
neering, University of California, 
Berkeley, Calif., who had as his topic, 
“Orifice Meter Measurement Under 
Pulsating t low Conditions,” and Frank 
Wills, Pacific Gas and Electric Co., 
who described the “Use of a Mixture 
of Natural Gas and Air as a Substitute 
for Carbureted Water Gas.” The pa- 
per by Professor Howe will see print 
in an early issue, while the paper by 
Mr. Wills was published in GAS, 
March, 1939, page 28. 

Still another highlight of the confer- 
ence was the meeting of the Production 
Committee, under Chairman A. R. Bai- 
ley, Coast Counties Gas & Electric Co. 
Topic for discussion at this meeting 
was the Southern Counties Gas Co.’s 
new and unique butane-air standby 
plant at Wilmington. The paper was 
presented by A. F. Bridge and F. A. 
Hough, vice president and distribution 
engineer respectively for the Southern 
Counties Gas Co. 

The three sessions held by the Trans- 
mission Committee, under Chairman 
S. S. Donaldson, Southern California 
Gas Co., brought forth reports from the 
subcommittees on compressor plants, 
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* There is no substitute for cus- 
tomer satisfaction ...and customer 
satisfaction of gas for fuel depends 
upon the heating appliance used. 


«x 


For 26 continuous years Pacific has 
made gas heating appliances for 
every need...establishing a reputa- 
tion in the field for low service cost. 


«x 


Then, too, there's the famous 
Pacific Multi-Tubular Burner and 
the completely welded, leak-proof 
heating element. These fine quality 
features, along with the dependa- 
bility of Pacific Gas Furnaces, give: ° 
users of gasgenuine homecomfort _ 


and keep them sold on gas heat as 
the ideal fuel. 


A remarkable value in a big 40-inch range. Certified 
performance plus extra exclusive features, including 


the famous HARDWICK EFFLEX BURNERS. 


For special campaigns as well as year around sellil 


oy Li; HARDWICK is ideal . . . A wide assortment of stri 
modern ranges built to highest standards of quality 
GAS HEATING AND 7 . ent 2 
priced to afford a generous mark-up in profit marg 


VENTILATING FURNACE if | : yy 
Model AGS a ; & | A HARDWICK RANGES WILL OPEN NEW 
MARKETS FOR YOU ... Write for Details. 


_ HARDWICK 


PONCE aceon STOVE CO. 
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pipe lines, large volume measurement, 
and pipe protection. The Distribution 
Committee, under Chairman C. P. de 
Jonge, San Diego Consolidated Gas & 
Electric Co., rendered reports from the 
measurement and regulation, dust, 
leakage, calorimetry, and construction 
and maintenance subcommittees. The 
Utilization Committee, under Chair- 
man M. A. Richford, Pacific Gas and 
Electric Co., presented papers from the 
subcommittees on appliance installa- 
tion and employe training, air condi- 
tioning, special utilization problems, 
and appliance testing. 

Portions of two papers presented at 
the conference are published in this 
issue of GAS. These are published on 
pages 48 and 52. 


The Association’s Spring Sales Con- 
ference was held on March 30 and 31, 
being jointly sponsored by the Sales 
and Advertising Section, under Chair- 
man H. W. Edmund, Coast Counties 
Gas & Electric Co., and the Manufac- 
turers Section, under Chairman R. G. 
Logue, Ward Heater Co., Los Angeles. 
Parallel sessions on domestic sales, 
home service, commercial and indus- 
trial sales were held on the first day of 
the meeting, the second day being de- 
voted to two general assemblies. 


Oklahoma Co. Obtains Gas 
Franchise in St. Louis 


Natural gas is being served to Saint Louis, 
Okla., under terms of a franchise held by the 
Oklahoma Natural Gas Co., it was announced 
by Frank Padden, manager of the company’s 
Shawnee, Okla., office. 

The franchise and distribution system were 
acquired by the Oklahoma company when 
the holdings of Frank Rosamond, former 
owner of the Saint Louis franchise, were 
purchased for $4227. 


Fluor Corp., Ltd., Acquires 
Cooling Tower Co. of N. Y. 


The Fluor Corp., Ltd., Los Angeles, Calif., 
has announced its acquisition of The Cooling 
Tower Co., Inc., New York City. 

For 20 years the Fluor Corp. has been 
designing and building atmospheric cooling 
towers for the oil, gas and allied industries, 
and The Cooling Tower Co. has been devel- 
oping forced and induced draft cooling 
towers since 1911. 
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Iowa Town Considers Gas 


The city council of Joice, Iowa, has rec- 
ommended that the Peoples Natural Gas 
Co., Omaha, Neb., be granted a 25-year fran- 
chise to serve natural gas to Joice. The 
franchise will be voted on by the people of 
the community at a special election April 11. 


the Oil and Gas industry for years. 


The superiority of ENSIGN Equipment for the 
carburetion of Butane-Propane fuels (a compara- 
tively recent development) is just as pronounced. 


Visit our Exhibit at 
the Oil World Expo- 
sition, Houston, 
Texas, April 24-29 
—Booth No. 6. 


TRANSPORTATION 


PSIG sssc-ex0r0 
Cortunretion Equipment 


ENSIGN Natural Gas Carburetion Equipment 
has proved its superior quality and efficiency in 


PUMPING 
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CALENDAR 


April 

Accounting Conference, A.G.A.—White 
Sulphur Springs, W. Va., April 20-22. 

Distribution Conference, Technical Sec- 
tion, A.G.A.—Palmer House, Chicago, 
April 17-19. 

Maryland Utilities Association — Lord 
Baltimore Hotel, Baltimore, Md., April 14. 

Mid-West Gas Association—Fort Des 
— Hotel, Des Moines, Iowa, April 

Midwest Industrial Gas Sales Council— 
Palmer House, Chicago, April 28. 

Missouri Association of Public Utilities 
—Muehlebach Hotel, Kansas City, Mo., 
April 12-14. 

New Jersey Gas Association Annual 
Meeting — Berkeley-Carteret Hotel, As- 
bury Park, N. J., April 12. 

Oklahoma Utilities Association—Hotel 
Tulsa, Tulsa, Okla., April 3-4 

Southwestern Gas Measurement Course 
—University of Oklahoma, Norman, Okla., 
April 18-20. 


May 


Association of Gas Appliance and 
Equipment Manufacturers—Annual con- 
vention, Roosevelt Hotel, New York City, 
Mav 24- 26. 

Hotel, Restaurant and Commercial Sales 

Conference, A.G.A.— Hotel St. George, 
Brooklyn, N. Y., May 22-23. 

Indiana Gas Association, Annual Meet- 
ing—Fort Wayne, Ind., May 8-9 

Natural Gas Section, A.G.A.—Annual 
“+1 age Mayo Hotel, Tulsa, Okla., May 


8-11 

Operating Division, New England Gas 
Association—Hotel Statler, Boston, Mass., 
May 12. 

Pennsylvania Gas Association Annual 
Convention—Sky Top Club, Sky Top, 
Pa., May 2-4. 

Production and Chemical Committees 
Conference, Technical Section, A.G.A.— 
Rochester, N. Y., May 22-24. 


June 


Canadian Gas Association—32nd An- 
nual Convention, Royal Connaught Ho- 
tel, Hamilton, Ontario, June 6-7. 

Empire State Gas & Electric Associa- 
tion Group Meeting—Tower Club, Park 
Central Hotel, New York City, June 9. 

Mic Gas Association — Annual 
Convention, Grand Hotel, Mackinac Isl- 
and, Mich., June 29, 30, July 1 

Natural Gas and Petroleum Association 

Canada Convention—General Brock 
Hotel, Niagara Falls, Ont., June 1-2. 

Public tility Advertising Association 
—Annual Convention, New York City, 
June 18-22. 


August 


Appalachian Gas Measurement Short 
Course—University of W. Va., Morgan- 
town, W. Va., August 21-23. 

National Association of Railroad and 
Utilities Commissioners—Seattle, Wash., 
August 23-25. 


September 


Gas Industry Day—Golden Gate Ex- 
position, San Francisco, September 9. 

Pacific Coast Gas Association—46th 
Annual Convention, Fairmont Hotel, San 
Francisco, Calif., week of September 4. 


October 


American Gas Association—2Ist An- 
nual Convention, New York City, week 
of October 9. 

Gas Industry Day—New York World’s 
Fair, October 9. 

National Metal Congress and Exposi- 
tion—Chicago, October 23. 


Williams Heads LeMars Co. 


T. F. Williams, formerly employed by the 
Montpelier, Ohio, branch of Great Lakes 
Utilities Co., has been named manager of the 
LeMars (Iowa) Gas Co. Mr. Williams suc- 
ceeds W. R. DeKay, who recently resigned 
to accept a civil service appointment. 

The LeMars company is a-subsidiary of the 
Great Lakes Utilities Co. 
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Why is the 


HOI7ONE 


GAS 
WATER HEATER 


A Leading 
Best Seller 
Throughout the 


Country? 


SIX ANSWERS --- 


ECONOMY 
HOTZONE has a well earned reputation for econ- 


omy of operation. 


TROUBLE-FREE PERFORMANCE 


This means lowered service expense, and satisfied 
consumer good-will. 


SPECIAL FEATURE 


Luminous flame burner with 100% safety shut-off. 


EYE-AND-USE APPEAL 
Each HOTZONE Model has utility—beauty (in 
lines, finish and refinements) that fits in with mod- 
ern homes. 


COMPLETENESS OF LINE 
A type and size of HOTZONE to fit every domes- 


tic requirement. 


REPUTATION 


Over fifty years of pioneering in the development 
and manufacture of gas appliances have built up a 
powerful consumer-acceptance—based on dependable 
performance—for WELSBACH Appliances and 
HOTZONE Water Heaters. 


WELSBACH COMPANY 
Gloucester City, N. J. 
BRANCHES IN CHICAGO AND SAN FRANCISCO 


Branch Offices: 
421 Dwight Bldg., 


2nd Unit, Santa Fe Bldg., 


.--an important feature in successful Gas 
Control Performance. 


REYNOLDS’ High Pressure Line Regulator, 
shown above without auxiliary bowl, features 
an extremely wide range of delivery pressure 
control. Designed and engineered for control 
of outlet pressures, from 2 to 100 pounds in 
the line, this Reynolds unit assures absolutely 
accurate and dependable control. This vari- 
ance in outlet pressure is made possible by 
the use of four different sizes of diaphragm 
cases. 


On inlet pressure the range is up to 650 
pounds. The Reynolds High Pressure Line 
Regulator can be furnished in cast iron, steel 
or bronze body, depending on pressure require- 
ments. This Regulator is also furnished with 
auxiliary controls if desired. Reyonlds’ High 
Pressure Line Regulators are built with aux- 
iliary bowl when so ordered. 


Standardization on Reynolds’ Regulators 
assures continued accuracy, safety, years of 
service, and economical upkeep. 


Representatives: 


Eastern Appliance Company, 
Boston, Massachusetts 
Wm. A. Ehlers, 
East Orange, New Jersey 


Kansas City, Missouri 


Dallas, Texas 


REYNOLDS GAS 
REGULATOR CO. 


Anderson, Indiana, U.S.A. 
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a Fe, 


INTO THE x 


PICTURE ¢ 


AND MAKE MORE SALES . . . WITH THE COMPLETE 
PITTSBURG LINE OF AUTOMATIC WATER HEATERS 


@ STORAGE MODELS @® CONTINUOUS FLOW 

7 sizes with Galvanized HEATERS 
Tank. 7 sizes—Copper Coil Type. 

Capacities 7%, 15, 20, 30, Capacities 114, 2, 2), 3, 4, 
40, 50 and 75 gallons. 6 and 8 gallons per 

5 sizes with Copper Tank. minute. 

Capacities 20, 30, 40, 50 2 sizes—Fintype, Preheater. 
and 75 gallons. Capacities 2) and 4 gallons 


per minute. 


@ LIQUEFIED PETROLEUM 
HEATERS @ TANK HEATERS 


4 sizes with Galvanized 5 sizes—Copper Coil, Cast 
ank. Iron Jacket. 
Capacities 20, 30, 40 and 
50 gallons. @®@HOUSE HEATING 
SYSTEMS 


Full capacity to 555 sq. ft. 


@® MULTICOIL STORAGE 
SYSTEMS : : ; 
of direct cast iron radia- 


4 sizes with Galvanized or tion. 
Copper Tank. 

Capacities 80 to 5,000 gal- EVERY SIZE AND TYPE OF HEATER FOR 
ons per hour. EVERY CONCEIVABLE REQUIREMENT 


PITTSBURG 


WATER HEATER CORP. 
PITTSBURGH, PA. 


VITROLINER 


THE PERMANENT CHIMNEY LINER 
is coated inside and out vest 
special, high temperature, errs: 
resisting vitreous enamel. it pr 

acid and destructive moisture 
gin contact with masonry 
chimneys wey be- 
e. Used by the 
es in the 


vents 

from comin 

and preserves 

yond their average lif | 

largest utility compan 

United States and Canada. 
* 


ME Condensation Engineering Copeeien s 
| 335 South Western Avenue, Chicago 


re 


SG AS — 810 South Spring Street, Los Angeles, California 


Yes! SEND ME 6 nt S 


for | ] 3 Years at $2.00 [] | Year at $1.00, 


SUBSCRIPTION RATES: United States, Canada, Mexico and Central American 
countries (in advance), three years $2.00; all other countries, $3.00 per year. 


MONG>. 2525.3 4 Sak Sie Rs! BS Put os oS See Ue eae 
NI eden ek a a oe os co bos ev te 
OO Ser eee eee ee ee. RRR eee ere 
COBY. . ioscesds deta sse es oes MCE. 4 ssc Cobues 


[_] Check enclosed [] Send bill 
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Engelbright and Schiffers 
Resign from P. G. & E. Co. 


A E. ENGLEBRIGHT, superintendent of 
s the gas department, North Bay Division 
of Pacific Gas and Electric Co., at San 
Rafael, left on March 16 to take a position 
as natural gas engineer in the New York 
offices of Ebasco Services, Inc. 

Mr. Englebright has been in the employ 
of Pacific Gas and Electric Co. for 17 years, 
having started as surveyor in the general 
construction department in 1922. He was 
made superintendent of the gas department 
at San Rafael in 1928, which position he has 
held since. In his new position, Mr. Engle- 
bright will act in an advisory capacity to 
many natural gas properties of the Electric 
Bond and Share Co. 

Another employe to resign is C. J. Schiffers, 
measurement inspector, San Francisco Divi- 
sion gas department, who has taken a posi- 
tion with the Hawaiian Electric Co. 

Mr. Schiffers has been in the employ of 
Pacific Gas and Electric Co. for the past 
11 years. In the Hawaiian Electric Co. he 
will handle employes’ activities under the 
supervision of Ralph Johnson. 

« & 


Program Planned for Mid- 
West Gas Ass’n Convention 


W. E. Derwent, vice-president of Geo. D. 
Roper Corp., Rockford, Ill., who will cover 
the gas industry exhibit at the New York 
World’s Fair, is to be one of the featured 
speakers at the Mid-West Gas Association’s 
34th annual convention to be held in Des 
Moines, Iowa, April 10-12, according to 
F. J. Gunther, first vice-president of the As- 
sociation. 

Other speakers on the program will be 
B. J. Price, Iowa Public Service Co.: F. X. 
Mettenet, Peoples Gas Light and Coke Co., 
Chicago; Henry O. Loebell, Combustion 
Utilities Corp., New York City; E. Carl 
Sorby, Geo. D. Roper Corp., Rockford, IIL; 
and H. D. Valentine, Peoples Gas Light and 
Coke Co., Chicago. 

* * 


American Meter Co. Issues 
World's Fair Folder 


An attractive folder “Gas on Parade” has 
been issued by the American Meter Co. to 
promote interest in the Gas Exhibit at the 
New York World’s Fair. It illustrates the 
major part played by gas in this exhibition. 

“We believe,” says John Van Norden, 
manager, sales promotion department, Ameri- 
can Meter Co., “that any well done promo- 
tion of gas in the World’s Fair is construc- 
tive.” Mr. Van Norden also announces that 
the American Meter Co. will be glad to co- 
operate with any gas company advertising 
department who can find use for the artwork 
used in this folder for its own consumer 
advertising. 


Texas Utility Shifts Men 


Captain George Stallworth, formerly of 
Groesbeck, Texas, has been appointed man- 
ager of the Texas-New Mexico Utilities at 
Canyon, Texas. Mr. Stallworth replaces J. B. 
Morrisset who has been transferred to the 
Lubbock office, where he will be in the 


power sales department. 


ae 


G AS-April 1939 


When you equip your 


EMCO “Rangelators” 


The EMCO Rangelator is a small, compact, low- 
pressure regulator that holds gas range burner pressure 
constant. Without constant pressure many of the advan- 
tages of the Z range are lost, consumer satisfaction is 
jeopardized and service calls can become numerous. 


Install an EMCO Rangelator on every range. The first 
burner adjustment will be the last. Bulletin 1032 fully de- 
scribes the EMCO Rangelator and will be sent upon request. 


PITTSBURGH EQUITABLE METER COMPANY 


NEW YORK - BUFFALO: PHILADELPHIA Wi ; ‘ DES MOINES - CHICAGO - COLUMBIA 
KANSAS CITY - TULSA- LOS ANGELES Amn Offices - PITTSBURGH. PA. MEMPHIS - OAKLAND - HOUSTON 


also stands tor 


CP CONSTANT PRESSURE, 


Cp. ranges with 


TEMPERATURE LIMITATION- 
Essential for absolute EMERGENCY 


PROTECTION! 


No pressure relief valve is sufficient Emergency Protection for the tank of a domes- 


| tic water heater. In fact, experience has proven that for absolute safety, 


the 


water must be prevented from reaching an excessive temperature. 


2409-15 WESTMORELAND STREET 


The Kitson LTP-103 Emergency Relief Valve (Lovekin Patent) operates unfail- 
ingly when the temperature of the water reaches 175° or 195°, no matter what 
the pressure conditions might be. And, of course, this valve also takes care of the 
expansion which normally occurs when water is heated. Send for free literature. 


© KITSON COMPANY ® 


Manufacturers of: Kitson Safety Devices (Lovekin Patents) for Domestic 
W ater Heaters - Quality Brass Goods for Gas, Water and All Plumbing Uses 


PHILADELPHIA, PA. 


. * > 
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Convention Program Planned 
For Indiana Gas Ass'n 


The CP range program will be discussed 
by R. S. Agee, sales promotion manager of 
the A.G.A.E.M., at the convention of the 
Indiana Gas Association at Fort Wayne, 
May 8 and 9. Other featured speakers will 
include Dean H. Mitchell, president of 
Northern Indiana Public Service Co., Ham- 
mond, and president of the Association; a 
representative of Purdue University; and a 
speaker provided by the A.G.A. to speak on 
the use of gas for cooking at the New York 
World’s Fair. Reports will be presented by 
association officers, Vice-President Paul A. 
McLeod, Public Service Co. of Indiana, and 


Secretary-Treasurer H. W. Thornburg, Cen- 
tral Indiana Gas Co. 

Approximately 300 representatives of the 
gas companies are expected to attend the 
convention. 

a a 


New Gas Firm Organized 


A new gas corporation named the Beau- 


mont Natural Gas Co. has recently been 
organized at Austin, Texas, with a capital 
stock of $4500. Glenn H. McCarthy, M. C. 
Ashley and W. H. Parker, all of Houston, 
are the incorporators. 

The company is now constructing a pipe 
line from the West Beaumont field to Beau- 
mont, and will furnish natural gas to in- 
dustrial consumers. 


MUELLE 


MUELLER CO 


vVecafur, ttl Chat 


Los Angeles, Calif. 


Ss ? Sarr 


GAS DISTRIBUTION 


EQUIPMENT 


P. M. LATTNER MFG. CO. 


INDUSTRIAL GAS BURNERS 


Primarily designed for high pressure vertical type boilers, viz., press 
machine, vulcanizing, dairy boilers, etc. 


Cedar Rapids, lowa 


BASO 


- THERMO ELECTRIC SAFETY CON. 
TROL FOR GAS BURNING 


APPLIANCES | 


BOILERS * FURNACES * CONV. 
BURNERS * SPACE HEATERS * UNIT 
HEATERS * AiR CONDITIONERS 
OVENS * RANGES * WATER HEATERS 


ETC 


MILWAUKEE GAS SPECIALTY CO. 


GAS VALVE 
SERIES 500 


_ —_— = 


MILWAUKEE 


ELECTRIC SWITCH 


ISCONS| | 
WISCONSIN SERIES 600 
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Tonkin Succeeds Cooper as 
President of Hope Natural 


ORING L. TONKIN, vice-president and 

chief engineer of the Hope Natural Gas 
Co., Clarksburg, W. Va., has been elected 
president and general manager to succeed 
Howell C. Cooper, 
who has announced 
his retirement. 

Mr. Cooper has 
been connected with 
the Hope Natural Gas 
Co. since 1910, hav- 
ing served as engi- 
neer, superintendent, 
vice-president, and 
finally president and 
general manager. For 
several years he has 
been chairman of the 
Technical and Re- 
search Committee of the Natural Gas Sec- 
tion of the A.G.A., and received the Mun- 
roe Award in 1938. 

L. L. Tonkin joined the Hope company’s 
meter department in 1912 following his 
graduation in mechanical engineering from 
Cornell University. Until the present time 
he has held successively positions of fore- 
man of construction in West Virginia, assis- 
tant superintendent and superintendent of 
compressor stations, assistant general super- 
intendent of the Hope Natural Gas Co., 
Hope Construction and Refining Co., River 
Gas Co., Connecting Gas Co., and the Re- 
serve Gas Co., and vice-president and chief 
engineer. Since 1933 Mr. Tonkin has been 
a director of the Hope group. 


Midwest Gas Council Will 
Meet in Chicago, April 28 


The Midwest Industrial Gas Sales Council 
will be held at the Palmer House, Chicago, 
April 28, it has been announced by Chairman 
William M. Riach, Jr., Peoples Gas Light 
& Coke Co., Chicago. 

Speakers on the program will be James A. 
Dare, Public Service Co. of Northern Illinois; 
Lawrence R. Foote, Central Illinois Electric 
& Gas Co.; Dr. C. Robert Moulton, Curator, 
Department of Chemistry, Museum of Science 
and Industry; and E. L. Tindall, Carnegie- 
Illinois Steel Co. 


West Ohio Co. Names Mar. 


John F. Warren, formerly of Ottawa, Ohio, 
has been appointed district manager of the 
West Ohio Gas Co., Lima, Ohio. Mr. War- 
ren succeeds Cecil Mallory, who was trans- 
ferred to the Celina, Ohio, district. 

The Lima district includes Leipsic, Otta- 
wa, Columbus Grove, Bluffton and surround- 
ing communities. 

* 2 


Ebright Joins Chicago Co. 


Harry Ebright has accepted a position in 
the sales and service department of the Chi- 
cago Vitreous Enamel Product Co., effective 
March 1. Since receiving his degree in cera- 
mic engineering at Ohio State University in 
1922, Mr. Ebright has been associated with 
the porcelain enamel industry. 


H. C. COOPER 
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Reliance “HPR’”’ High 
Pressure Regulator for 
reducing high transmis- 
sion pressures ahead of 

the service system. 


se 


For Taming Brutal Pressures 


Service Regulators operate more efficiently when high 
transmission pressures are reduced by Reliance “HPR” 
Regulators ahead of the service lines. 


Any pressure up to 1000 pounds can be controlled 
within an outlet pressure range of from 2'2 to 200 
pounds. Outlet pressure is varied by the use of the 
proper model and its corresponding spring. 


“HPR” Regulators are recommended for use on farm 
taps, for general use in gasoline plant and refinery in- 
stallations and for controlling high pressure wells. Four 
models are available as pressure reducing regulators 
and back pressure regulators or relief valves. 


SEND FOR BULLETIN No. 48 


RELIANCE REGULATOR CORPORATION 


1000 MERIDIAN AVENUE ALHAMBRA, CALIFORNIA 
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BUNDY TUBING 


(COPPER COATED STEEL) 


Offers Many Advantages in 


Gas Appliance Manufacture 


Bundy Tubing combines 


the strength of steel with 
workable ductility and for | 
many applications offers 


worthwhile economies. 


Available in sizes from 
ir" to ¥%" O. D. either in 
lengths or completely fab- 
ricated. Write or wire for 


complete information. 


BUNDY TUBING CO. - DETROIT 
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The Gas Industry Extends a 
Welcome to the N. Y. Fair 


(Continued from Page 43) 


make a dramatic presentation of gas in 
its work as an effortless servant for 
mankind in the home, commercial 
stores and industrial firms. Traced in 
effective fashion will be the develop- 
ment of gas fuel and its contributions 
to human progress. This will be 
achieved through colorfully blended 
exhibits showing gas appliances per- 
forming today the useful functions 
which they will be required to per- 


form as we build our world of to- 
morrow. 

And in that automatic, modern, com- 
fortable world of tomorrow gas will 


be the ideal and necessary fuel. 
= 8 


A.G.A. Accounting Section 
To Hold Meeting in April 


A two-day Spring Conference of the Ac- 
counting Section of the American Gas 
Association will be held at the Greenbrier 
Hotel, White Sulphur Springs, W. Va., 
April 20 and 21. Sessions will be held in 
the mornings and evenings only, leaving 
afternoons free for recreational activities. 


CUT VIBRATION 


NOISE 
and INSTALLATION COSTS 


UNIT HEATER HANGER 


IN L A N AND CANOPY 


Most practical device for suspending gas unit 
heater from ceiling or roof joists. Live rubber 
cushions absorb vibration. Insure quiet. Heater 
may be rotated to any angle on a horizontal 
plane. Time and labor savings alone pay for 
hanger. Insures more satisfactory service from 
unit heaters, and a neater installation. For fin- 
ished ceilings aluminized steel canopy fully con- 
ceals hanger. Write for illustrated folder. 


GAS SPECIALTIES 


INLAND MANUFACTURING COMPANY 
74120 Cicero Avenue Chicago, Illinois 


INSTALLING MONO-CAST 
DOUBLEX SIMPLEX PIPE 


For 500 Pounds Ultimate 


Gas Pressure 


Southern Counties Gas Co. of California 
recently installed 8000 feet of 8’’ Mono- 
Cast Doublex Simplex Pipe in its high- 
pressure gas line between the Elwood 
and La Goleta gas fields, to operate at 
500 Ibs. pressure if required. Photo shows 
how easily the 16-foot lengths of 8” pipe 
were handled on the job. For literature 
on this pipe which has set a new standard 
for Cast tron Pipe in fields of super 
service, address Acipco office nearest you. 


American Cast Iron Pipe Co. 


BIRMINGHAM, ALA. 
Dallas Houston EI Paso Pittsburgh Kansas City 
Chicago Minneapolis New York City Cleveland 
Los Angeles San Francisco 


Lower Cost for Industrial Heating with JOHNSON 
No. 40 ABC Ring Burner 


without requiring costly blowers or air-blast. Rings may be used singly, in pairs, or triply 
as shown. Rugged construction for long life. Send for free catalog now. 


Jemrmnss tae Soe 


Wherever heat is required, JOHN- 
SON No. 40 ABC cuts costs by 
giving you extra years at trouble- 
free service and consistently low 
fuel consumption on all types of gas. 
Each ring has its own JOHNSON 
Patented Direct Jet Orifice Regu- 
lator, that develops intense heat 
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Notes On Some Utility 
CP Range Campaigns 
(Continued from Page 32) 


ance Range. Our booths at the various 
fairs and expositions would also fea- 
ture CP ranges. Following this plan, 
CP ranges were shown to something 
better than 500,000 people who attend- 
ed fairs in Oklahoma City, Tulsa, Enid, 
and Muskogee. Our newspaper adver- 
tising, during the first period, was de- 
signed to be flashy and arresting in 
appearance. The second phase of our 
advertising tied in with the plan of 
dealer stimulation that was started on 
November 16 and continued through 
Christmas. During this time, we paid 
dealer salesmen $2.50 as a bonus for 
each genuine CP range sold during 
that period. 

‘At the conclusion of this series, we 
entered our third phase of advertising 
— the sustaining type — and made up 
a series of small ads, 1 column by 51% 
in., each of which was devoted to 
one phase of the CP range story. These 
ads were purposely made 51% in. high 
in order that the papers could not pair 
them up with other small ads, or bury 
them under a mass of inconsequential 
material. 

“The fourth phase, which we are 
right now perfecting, will be our 
spring ‘Old Stove Round-Up,’ at 
which time we are featuring CP ranges 
and placing special emphasis upon 
them in our dealer plans. 

“Since we are all trying to find the 
right solution to our marketing prob- 
lems, frankness is most essential, and 
I think that here we can profit by a 
survey we have made which, undoubt- 
edly, reveals the sentiment which may 
prevail in many communities where 
CP advertising has been done. We have 
found through this survey that people 
are inclined to think that the CP range 
is a new make of range, put out by one 
manufacturer. To correct this, in future 
ads we shall insert the phrase ‘CP 
ranges are made by 23 leading manu- 
facturers.’ This same survey reveals 
the fact that about 80 percent of our 
customers already have heard about 
CP ranges, and the most appealing 
points in order of importance are (1) 
automatic lighters, (2) simmer burn- 
ers, and (3) beauty. This survey is very 
fragmentary as yet; but the answers 
we are getting are most interesting. 

= 8 


Louisville Co. Promotes Two 


A. S. Hoefflin, formerly assistant general 
superintendent, has been named personnel 
director of the Louisville (Ky.) Gas and 
Electric Co. G. R. Armstrong, who has been 
general superintendent of construction, has 
been appointed to succeéd Mr. Hoefflin as 
assistant general superintendent. 


: NG silly 
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— Dig You Must! 


BEFORE YOU LAY PIPE 


ae... Sey 


1g 7CLEVELANDS 
Dig Anywhere .. . Any Time 


AT LEAST COST 


“Clevelands” are the “workingest” equipment you ever saw or used. 
Here is real trenching performance of the highest type. Time-tested, 
time-proven wheel type full crawler design is backed by sound engineer- 
ing and solid quality all the way through. 

Compact, yet rugged, with superfluous weight eliminated and amply 
powered for the toughest tasks in any type of soil. “Clevelands” speed 
up every operation incidental to mechanical trenching and deliver max- 
imum performance whether the jobs are in the close confined areas of 
city and suburbs or on main lines in open country. Easy to operate and 
transport (on specially built trailers), ““Clevelands” fit into more jobs 
and reduce trenching costs to the minimum. 

You take no chance on “Clevelands,” for they are sold on a guaranteed 
satisfaction basis. Write today for details. 


‘ eu 
gen: 50% eg 
23 - 


THE CLEVELAND TRENCHER CO. 


**Pioneer of the Small Trencher’’ 


20100 St. Clair Avenue Cleveland, Ohio 
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GREENLEE 


Hydraulic Easier 


PIPE PUSHER 


If you are using a pipe pusher that requires considerable man power, 
you can save time and money by putting a Greenlee Hydraulic 
Pusher in service. And if you are making underground installations 
by trenching, you can save still more. No longer is it necessary to 
tear up lawns and pavements or to do extensive trenching, back- 


filling, ete. 


With the Greenlee it is only necessary to make a trench long enough | 
to accommodate the pusher with a section of pipe, and one man 
can send it where it is wanted, simply by pumping the handles. 


The speed of pushing can be adjusted 
for varying soil conditions, and a push | 
ot from 4 to 7 feet, depending on the 
length of base used, can be made with 
but one setting of the pipe clamp. It 
has capacity for pipe up to 4-inch, will 
exert a pressure of 40,000 pounds 
against the pipe clamp, and is simple to 


Let us tell you all about this compact, labor 
saving tool. No obligation, of course. set up and easy to operate. 


GREENLEE TOOL CO., 1700 Columbia Ave., ROCKFORD, ILLINOIS 
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El Paso Co. Builds Gas Line 
To Arizona Copper Mines 


The El Paso (Texas) Natural Gas Co. is 
constructing a 190-mile branch pipe line 
west from Gage, N. M., to Miami, Ariz., in 
order to serve natural gas to the Miami 
Copper Co., Miami, and the Phelps Dodge 
Corp. at Morenci, Ariz. The line, which will 
run through the towns of Duncan, Safford 
and Globe, Ariz., will be 8% in. in diameter 
as far as Duncan, and 6% in. from there. 


In order to reach Morenci, a 30-mile spur 
line will be constructed from Duncan as 
soon as the Phelps Dodge company is ready 
to use gas. This company has guaranteed to 
use $65,000 worth of gas the first year it is 
served, and $1,000,000 each year thereafter. 

In Globe and Miami plans are being made 
to change from artificial to natural gas as 


GEORGE A. BURRELL 


Petroleum and Gas 
Engineer 
Design—Construction—Reports 
* 


Suite 2900 
50 Broadway 
New York City 


1936-42 5th Avenue 
Pittsburgh, Pa. 


soon as the line is completed, and the town 
of Safford intends to install a gas system 
with a $40,000 PWA loan. The Arizona Edi- 
son Co., Inc. will distribute the gas in Miami. 

A 21-mile 5-in. line is also being con- 
structed by the El Paso company to parallel 
its present line to Silver City, N. M. The 
new line was made necessary by the increas- 
ing use of natural gas in the smelter of the 
Nevada Consolidated Copper Corp. at Hurley, 
N. M. 

The El Paso company’s original Arizona 
line, which terminates at Phoenix, serves the 
towns of Douglas, Bisbee, Ajo, Christmas, 
Ray and Superior, Ariz. 


Bohen Succeeds Whitehead 
As Head of Metal Co. 


Thomas M. Bohen, vice-president of the 
Whitehead Metal Products Co., Inc., New 
York City, has been named president to 
succeed the late J. J. Whitehead, according 
to an announcement made by Dr. John F. 
Thompson, chairman of the board of direc- 
tors. Herbert G. Fales, vice-president of the 
International Nickel Co., Inc., New York, 
was elected vice-president, and Clayton D. 
Grover was appointed assistant to the 


president. 
cs = 


Richmond Utility Man Dies 


William Lawton, Jr., engineer of the gas 
and water works division, Department of 
Public Utilities, Richmond, Va., died of a 
heart attack January 22. 


Homestead “Woodfires” 
and 
“Co lfi e 3" 
are the most interesting type of Gas 
Fireplace Heaters to your customers. 
They are Fires for Fireplaces—not just 
heating stoves. 


Model pictured is the No. 08 Oak 
Woodfire used with the customer's And- 
irons and Fireplace Equipment. 


THERE IS ALWAYS SPRING 
BUSINESS AVAILABLE 


Homestead Heater Co., Inc. 
Selvage St. Newark, N. J. 


CRANE CO., 


CRANE 


GENERAL OFFICES: 836 SOUTH MICHIGAN AVENUE, CHICAGO 
NATION-WIDE SERVICE THROUGH BRANCHES AND WHOLESALERS IN ALL MARKETS 


For POSITIVE FLOW-CONTROL of gas, oil. 
water, steam, and air at MINIMUM COST, 


specify CRANE-QUALITY valves, fittings, fab- 
ricated pipe, and piping accessories. 


VALVES FITTINGS 


PIPE . PLUMBING 


HEATING PUMPS 
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Arrangements Completed for 
Southwest Meter School 


RRANGEMENTS have been com- 

pleted for the 1939 Southwestern 
Gas Measurement Short Course to be 
held April 18, 19 and 20 at the Uni- 
versity of Oklahoma, Norman, Okla. 
Sessions will be in the College of Engi- 
neering building. 

All subjects on 
the program will be 
conducted by the 
faculty of the Col- 
lege of Engineer- 
ing, representatives 
of the oil and gas 
industry, engineers 
of gas equipment 
manufacturers, and 
others directly in- 
terested in meas- 
urement and regu- 
lation of gas. Fay 
C. Walters is chairman of the program 
committee. 

Features for the opening day will 
include addresses by Dr. William B. 
Bizzell, president of the University of 
Oklahoma; William F. Lowe, secre- 
tary, Natural Gasoline Association of 
America, and E. H. Poe, secretary, 
Natural Gas Section, A.G.A. 

Each succeeding morning session 
will be devoted to addresses by leaders 
of the industries represented. The after- 
noon sessions will be taken up with 
demonstrations, class instruction, and 
round - table discussion on practical 
problems relating to various types of 
meters, regulators, repairs, accounting, 
gas measurement and regulation, and 
other kindred subjects. 

The annual banquet will be held in 
the Student Union ballroom on the 
university campus beginning at 6 P. M. 
Wednesday. Up to this writing 17 
equipment manufacturers and dealers 
had engaged exhibit space for the short 


course. 


W. H. CARSON 


Schum Elected President 
Of River Gas Company 


Harold B. Schum, formerly assistant treas- 
urer of the Hope Natural group of gas com- 
panies, has been elected president of the 
River Gas Co., Marietta, Ohio. Mr. Schum 
has been employed by the Hope Natural Gas 
Co., Clarksburg, W. Va., for the past 29 
years. 

J. C. Cross, manager of the accounting de- 
partment of Hope Natural Gas Co. at Pitts- 
burgh, Pa., will succeed Mr. Schum. 

= ss 


Montana Co. Moves Quarters 


The Independent Natural Gas Co., form- 
erly of Cut Bank, Mont., has transferred its 
headquarters to Great Falls. E. K. Cheadle, 
Jr., is president of the company. 
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Hic PRESSURES? A recently installed mechanical 
joint cast iron pipe line delivers gas during peak load 
at 460 pounds per square inch pressure. A hydrostatic 
field test at 600 pounds per square inch showed all 


joints were bottle-tight. Today’s cast iron pipe with 
stuffing-box type mechanical joints, as made by CIPRA 
members, meets modern operating conditions with 
the same traditional efficiency which has characterized 
cast iron pipe throughout the life of the gas industry. 
(J 


Look for the “Q-Check” registered trade mark. Cast 
iron pipe is in diameters from 1!{, to 84 inches. 


THE CAST IRON PIPE RESEARCH ASSOCIATION, THOMAS F, WOLFE, RESEARCH ENGINEER, 1013 PEOPLES GAS BUILDING, CHICAGO, ILLINOIS 


THE STANDARD MATERIAL FOR UNDERGROUND MAINS 
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Charlesion, S. C. installed this 
castiron gas main 102 years ago. 


Recent inspection showed it to 


be good for many more years. 
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mas Pay fy ee Quickly assembled under any 
‘ | “ _ . = £ trench conditions, in any weather 


Ne ene: ee i at: and with any labor is the bottle- 


tight mechanical joint. 
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